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Buyer Seen Viewing 
Price Equally With 
Quality and Service 


INA President Smith Finds No Mo- 
nopoly of Service by Stock Com- 
pany Agents; Must Economize 


ADDRESSES LOCAL AGENTS 


Offers Several " Segyestions to Cut 
Costs to Aid Producers to Re- 
cover Share of Premiums 


Traditionally operated companies and 
their agents have suffered a_ serious 
shrinkage of their share of the total fire 
and casualty business in this country 
declares Bradford Smith, Jr., president, 
Insurance Company of North America. 
Speaking before the 62nd annual meet- 
ing of the West Virginia Association of 
Insurance Agents at White Sulphur 
Springs, Mr. Smith said that without 
discounting the effectiveness of their 
modern merchandising techniques, it 
seems in order to observe that the suc- 
cess of the direct writers is due in a 
large measure to the failure of the tradi- 
tionally operated companies to be com- 
petitive and to an increasingly well-in- 
formed, price-conscious public. 


Sees Lack of Intelligent Plan 


“With the awakening of the agency 
stock companies has come the confusing 
turbulence of rapid rate changes, new 
policy forms, package policies, proce- 
dural innovations and the frustrations of 
oppressive rate regulatory laws,” he 
stated. 

These problems might have been 
overcome, with intelligent planning 
and extra effort, Mr. Smith holds. “Un- 
fortunately, these did not occur,” he 
continued, “Instead, acting as human be- 
ings are wont to do, we went in different 
directions. The result was an alignment 
of company against company, agent 
against company—and to be completely 
objective, I must add occasionally com- 
pany against agent. 

“Since you agents hold undisputed pos- 
session of the client or customer re- 
lationship under our system, you also 
hold full and serious responsibility for 
the production of business for agency 
stock companies. Make no mistake about 
it, this is the crux of our problem. Your 
companies are dependent upon you and 
they are worried. 

on r © r 

They are deeply concerned over the 
future because they do not see an end 


(Continued on Page 29) 
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....Ohio Farmers’ 4-STAR 
Budget Plan makes Insurance 
Selling EASIER for you! 


Call your Ohio Farmers field repre- 
sentative and learn about the “Agent 
Approved” 4-Star Budget Plan. It’s 
the Sensible Way to sell insurance. 


Catt of Cnr Siearce oe 
te Cafe > Cnpetton for Cnplit Coney 


Ohio Farmers Companies: 


OHIO FARMERS INSURANCE COMPANY, CHARTERED 1848 | 
SUPERIOR RISK INSURANCE COMPANY, LeROY, OHIO | 


Four Star 


PLAN 
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New Protector Hospital Policy 


Lifetime Guaranteed Renewable 


Available on an Individual or Family Basis 


PROVIDES 


Daily Hospital Benefits payable for 
365 Days up to Age 65—90 Days over 65 


Miscellaneous Hospital Benefits 


Surgical Expense Benefits, OR 
Doctor’s Hospital Visits 


Out-Patient Diagnostic Benefit 


Maternity Benefit (Family Plan) 
(New-Born Children Automatically Covered When 15 Days Old) 


Dependent children covered to age 23 
Three Deductible Amounts: $25, $50 or $100 


Adult Issue Ages: From 18 to 59 years inclusive 


Te Colonial Life 


97 INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 


Affiliated with Chubb & Son Inc. 


through Federal Insurance Company 








WRITER 


LIPPINCOTT LIBRARY 
$7.50 a Year; 30c. per Copy 


Trenton Hearing On 
Jersey Proposal To 
Regulate Replaceing 


Companies Favorable to Views of 
Commissioner Howell But 


Suggest Changes 
MORE VIEWS TO BE FILED 


Life Insurance Ass’n of America 
And American Life Convention 
Present Viewpoints 


The New Jersey Department of Bank- 
ing and Insurance held a hearing on 
August 10 in reference to a proposal of 
Commissioner Howell of New Jersey for 
regulating replacement of policies, a sub- 
ject interesting to I'fe insurance com- 
panies and field forces throughout the 
nation. The largely attended hearing 
was opened by the Commissioner who 
introduced Actuary W. Harold Bittel 
of the New Jersey Department as pre- 
siding officer. Following the expression 
of views by a number of insurance 
speakers the Commissioner announced 
that two weeks would be given in which 
memorada on replacements can be filed. 

Speakers representing industry com- 
pany organizations were Bruce E. Shep- 
herd, executive vice president, Life In- 
surance Association of America, and A. 
N. Guertin, actuary, American Life Con- 
vention. 


LIAA Suggestion of Proposed 
Regulation 


In supporting the general objectives of 
the proposed New Jersey legislation Mr. 
Shepherd made a number of specific 
suggestions, however, which would limit 
the scope of the regulation and clarify 
its intent. Mr. Shepherd pointed out 
that even in the form of regulation LIAA 
suggested to Commissioner Howell the 
regulation would cover both Industrial 
insurance and conversions of Term pol- 
icies to permanent insurance. He thought 
that these were areas in which there was 
no serious replacement problem. 

This is the text of the proposed amend- 
ment suggested by LIAA: 

Statement of Policy—Inasmuch as it 
is generally not to the advantage of a 
policyholder to replace existing life 
insurance, the following regulation is 
promulgated: 

A. All companies licensed to do busi- 
ness in New Jersey are required to 
issue written instructions promptly to 
their agents incorporating basic rules 
and safeguards which are to be ob- 
served whenever new insurance is so- 
licited and it is suggested that existing 
insurance be surrendered or lapsed or 
in any other way changed in status 
(but not such incidental changes as 
changes in beneficiary or modes of pre- 
mium payment). Copies of such in- 
structions must be kept on file in the 


(Continued on Page 8) 
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A company is known by the face it presents to the public. This advertisement is one of a series 
that appears regularly in national magazines .. . a series that identifies our company and its 


agents with the American way of life and all that it stands for. 
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He showed us how to play the game 


IF you saw him you already know, and if you did not see him big shot in the box... and because he gave himself so freely to anybody 

there is no way to tell you, just how it was, how the air changed and who needed him—a sick kid in the hospital, a charity drive, a good 

your heart leaped up, when the Babe picked up his long bat and came cause of any kind. 

loping up to the plate. We loved him for the way he called everybody “Kid” if they were 

The way he looked—the blacksmith’s body on the ballet dancer's legs— under forty, or “Doc” if they were over. And most of all we loved him 
Se ead ber because we were little and he was big, and yet he was like us, and we could 

you knew it was the Babe from the last row in the bleachers. : 


; hope to be—if we tried real hard—something like him. 
The way he walked—something between a swagger and a shamble— P 8 


the walk of a man who knew he was good, and was glad of it, 


cr ; : They say there’ll never be another Babe Ruth, but they’re wrong. 
but didn’t take it too seriously. Ca: z 


In this kind of country, there’ll always be men like the Babe. Men who can 


What was it about the Babe? Why did we love him? Not just rise up high from way down low. Men who can solo brilliantly, 


because he could hit a ball harder and farther and more often and still play with and for the team. Men who swing hard at life, 

than any man who ever lived. There was more to it than that. trying for a homer, but never forgetting the decent rules of the game. 
: : ; ; ; 0 rw > everybodv is willi av b r- 

We loved him because he'd had it so tough as a kid, and had made In a country where nearly everybody is willing to play ball with 


- ‘ the next man, how can Babe Ruth ever die? 
the grade anyway. We loved him because he always had ; 


as much time for the newsboy on the corner as for the 
set i al 
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Connecticut 


Mutual Life 


Regional Sales 


Conferences 





Approximately 525 agents and home office officials of Connecticut Mutual 


Life attended sales 


Island, Mich.; 


regional 


Sixties.” 


conferences held 
Estes Park, Colo.; and Dixville Notch, 
Theme of each of the three-day conferences was 
During panel discussions and in 


in Asheville, 


N. H. 
“Growthmanship For The 
talks by officers, the problem of 


N. C.; Mackinac 


individual and company growth during the coming decade was discussed. 


Agents on Program 

The following agents took part: Mor- 
ris Abramson, Newark; Samuel W. Sel- 
don, CLU, New York City; Robert D. 
Skerritt, Rochester; George A. Tracy, 
Hartford; George S. Davis, CLU, Boston; 
Fred C. Herse, Jr., New: ark; William 
F. O’Brien, CLU, New York City; 
Walter A. Sheahan, Albany; Peter N. 
Choconas, Des Moines; Herbert L. 
Cohen, Peoria; Raymond L. Henley, St. 
Louis; Russell C. Whitney, Jr., Chicago; 
Richard J. Fink, Chicago; Walter W. 
Peterson, South Bend; John F. Riepe, 
CLU, Davenport; Errett G. Zendt, CLU, 
Peoria; and A. R..Dike, Fort Worth. 

Also, Ted O. Miller, Portland, Ore.; 
Armand W. Muth, Albuquerque; H. C. 
Shaw, Denver; Bill J. Baker, CLU, 
Fort Worth; Don: ild S. Bowers, Okla- 


Trends Reviewed by 


Trends at Connecticut Mutual Life 
during the past decade were reviewed 
by Raymond W. Simpkin, vice president 
in charge of agencies, at the regional 
sales conferences. 

Some of the highpoints of Mr. Simp- 
kin’s talk: 

“The upgrading of our full-time repre- 
sentatives in the past decade both in 
production and earnings has been most 
encouraging. The volume of business 
from full-time representatives in 1951 
was $170 million or 66% of our business. 
In 1960 it was $349 million and 74% of 
our business. In other words, business 
increased 130% in the decade but busi- 
ness from our full-time organization was 


up 158% 
“On the earning side, and here I am 
dealing with Connecticut Mutual com- 


commission 
first year, re- 


the average 
full-time, 


missions only, 
income for all 
tired, leave of absence, and all others 
was $4,341 in 1951 and $6,820 in 1960. 
However, the first 100 full-time agents 
showed the following trend: 


1951 1960 
Total Production..... $62,500,000 $127,135,000 
Average per agent.... 625,000 1,271,000 
Avg. first commissions 8,206 14,364 
Avg. renewals ....... 5,739 10,657 
Avg. CML income... 13,945 25,021 


“This represents an increase of 103% 
in production and 86% in income in the 
past ten years 

“Dividends in the last decade have 
been increased seven times, aggregating 
a 50% improvement overall. In the same 
period excess interest credited on divi- 
dend accumulations has been increased 
from 3% to 38% and on settlement op- 
tions from 3.25% to 38% 


“During the decade we have usually 


had exceedingly favorable single pre- 
mum annuity rates. These have been 
improved three times so that the cost 


to buy $10 of life income for male, age 
6), ten years certain, has been reduced 
from $1,748 to $1,569. Thus a single pre- 
mium annuity for male age 65 now 
provides 11% more income than ten 
years ago. 
_ “Remarkable advances have been made 
in underwriting resulting in several hun- 
dred liberalizations in occupation, avia- 
tion, and medical classifications. During 
this time. non-medical limits have gone 
rom $10,000 to $25,000 and the company’s 
gross limit from $250,000 to $1,500,- 
OOO 

“In ten years Connecticut Mutual has 
gone from $257 million of paid-for busi- 
ness to $59) million, an increase of 129%. 
Insurance in force has jumped from $2.3 


homa City; Kenneth W. Christianson, 
CLU, Los Angeles; Roy A. Johnson, 
Denver; Grandville E. Hearn, Charlotte; 
John G. Sample, Knoxville; W. Robert 
O’Brien, Cleveland; Frank V. Willard, 
hb Nashville; H. Gilbert Leigh, Nor- 
folk; Herbert R. Spaugh, Charlotte; 
Ralph E. Tafel, Jr., Pittsburgh; Earl 
Zimmerman, Jr., Atlanta. 

Serving as moderators were General 
Agents P. L. Bealy Smith, CLU, Atlanta; 
C. Carter Schneider, Cleveland; Wayne 
B. Glasgow, Nashville; Robert L. Mit- 
chell, Portland, Ore.; DeWitt Jones, Jr., 
Denver; Michael P. Massad, CLU, Dal- 
las; Floyd A. Rosenfelt, Toledo; Robert 
J. O'Neill, CLU, Peoria: Paul C. Kaul, 
Omaha; Winslow S. Cobb, Jr., Boston; 
Jack O’Bannon, Buffalo; Norris Maf- 
fett, CLU, Philadelphia. 


Simpkin 





RAYMOND W. SIMPKIN 


billion 


to $4.7 billion, an increase of 

106%. 
“However, this is no time for com- 
placency. That is why we chose as the 


subject of these meetings ‘Growthman- 


ship For The Sixties.’” 





EDWARD B. BATES 


Factors Favoring Prosperity 
Outlined By C. J. Zimmerman 


Continued growth of the life insurance 
industry is certain during the 1960's be- 
cause of the “vital and valid” service 
life insurance plays in the public interest, 
Charles J. Zimmerman, president of 
Connecticut Mutual Life, stated at his 
firm’s regional sales conferences. Better 
education, a changing economy, and in- 
creased population were also cited as 
factors favoring the continued prosperity 
of the industry. 

Speaking on “Growthmanship For The 


Sixties,” Mr. Zimmerman noted that 
“with more people possessing higher 
educations, more money, with higher 
standards of living to protect, and a 


greater understanding of their respon- 
sibilities, there can be no question about 
the growth of our business.” 

Although the population increase from 
180 million today to an estimated 210 
million by 1970 is an advantage to life 
agents, said Mr. Zimmerman, “it’s not 
the number of people which is important, 
it’s the kind of people. 

“In the years ahead more people will 
possess higher educations, This is a 
prime factor in our industry’s growth 
because education helps a man recognize 
and act on his responsibilities quickly 
and efficiently. Moreover, education en- 
ables him to make a good living and to 
live a better life. 

“This also is the purpose of life in- 
surance; as life insurance men we must 
understand that purpose, and educate 
other people they will understand 
and embrace this purpose. 


Job of the Agents 


“Your job in the field,” 
told the agents, “is to help these people 
grow—people who become your policy- 
holders, people who recognize their 
responsibilities to themselves and their 
families because of you; people who 
attain greater independence and _ se- 
curity, comfort and happiness because of 


so 


Zimmerman 


Market research studies by the Life 
Insurance Agency Management Associa- 
tion, reported Mr. Zimmerman, have 
shown that in comparable income 





CHARLES 


ZIMMERMAN 


the man with the higher educa- 
buy more life insurance. 


brackets, 
tion will 

Adding to the bright insurance future 
is the gradual evolution of the country 
from an agricultural to service economy. 

“The aim of this free economy also is 
a better life,” he noted, “and the in- 
dustry’s past growth is evidence that 
people are aware of the integral part 
played by life insurance in this econ- 
omy. 

“But,” warned Mr. Zimmerman, 
though the growth of Connecticut Mutual 
and its agencies is somewhat dependent 
on the growth of the national economy, 
what Connecticut Mutual does and what 
you do individually depends much more 
on your own condition than on the con- 
dition of the economy. 

“There are companies, agencies within 
companies, agents within agencies that 
have grown far faster than the economy 
has—and this will always be the case.” 


“al- 


Make the Competition, Says Bates 


“Don’t meet the competition, make 
the competition,’ Edward B. Bates, vice 
president of Connecticut Mutual Life Co. 
declared at the regional sales confer- 
ences. 

“Let the strong competitive forces of 
today challenge you to stronger and 
more positive convictions, to better 
skills and to bigger concepts,” said Mr. 
Bates who took as his subject “Compete 
and Grow.” 


“To me competition and growth are 
very much interrelated,” he said. “Not 
only does competition increase the like- 
lihood of growth, but I am convinced 
that for the most part the best kind 
of growth results from healthy com- 
petition.” 

Mr. Bates explained that there are 


two basic types of life insurance sales- 
men: those who react positively and 
those who react negatively to competi- 
tion. If the latter group reacts at all to 
competition, he continued, it is only to 
meet it, 


“And when you are only meeting com- 
petition,” he warned, “you are almost 
always playing the game with the other 
fellow’s rules. This agent takes a given 
set of facts and finds mostly the nega- 
tives. 


how- 
“will of 
and perfec- 


“The agent who reacts positively, 
ever,” the vice president stated, 
necessity develop more skill 
tion. 

“He takes a set of facts and interprets 
them into positive reasons. He is not one 


to meet competition he makes the 
competition,” Mr. Bates emphasized. 
“ ” ““ : ° 

And,” he asked, “did it ever occur to 
you that this man who makes the com- 
petition, the good skillful life insurance 
man, is the mut ual fund salesman’s 


toughest competition ? 

“This agent with the positive approach 
has many qualities his negative counter- 
part lacks, but basically,” said Mr. Bates, 
“he has convictions, some definite skills, 
and the right kind of concepts. 

“He uses the basic skill involved 
the sales process to stress the f 


in 
ollowing 


aspects of life insurance with the 
ing conviction: 

“1. Life insurance is unique in sev- 
eral respects. The protection feature 


makes it the only form of self-complet- 


(Continued on Page 4) 
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arry Oakes - - 


epublic National Life President Joined 


Company After Some Years in Law 
Field And As Member of F. B. I. 


By CLARENCE AxMAN 


Barry Oakes joined Republic National 


Life in February, 1958 as_ vice 
president and general counsel. A year 
later he was advanced to senior vice 
president, and in March, 1959 he was 


named administrative vice president. In 
January, 1960 his _ became executive 
vice president and at the annual meeting 
this year he was named president at 
which time Theo P. Beasley, who ha 
been president and who founded the 


company, was elected chairman and con- 


tinued as chicf executive officer. 

In the 33 years of the company’s his- 
tory, Mr. Beasley had been phenomen- 
= successful. In a_ record-breaking 


lievement, ‘Republic National had 
a billion dollars of insurance in 
force; 30 months thereafter, it passed 
$2 billion in force, and on January 1, 

Ps 
outstanding insurance was $3 


re oahad 


Grew Up on Texas Ranch 


Texas, Barry Oakes grew up 


Born i 
Orn in 
ma ranch at Cotulla, a small town near 








the Mexican border. As a boy he con- 
stantly waged a battle with rattlesnakes 
and coyotes and somehow in_ these 
rigorous years he got a notion he wanted 
to be a lawyer. With this aim deeply 
implanted he enrolled in the University 
of Texas where he was a classmate and 
fraternity brother of the colorful Allan 


Shivers, who became Governor of the 
state. Mr. Oakes assisted Mr. Shivers 
n the latter’s campaign for various 
offices at the University, most important 
being the presidency of the student 
body 


Barry also recalls that Lyndon Johnson, 
w Vice President of the United States, 


taught school in Cotulla, and he and 
Mr. Johnson took a psychology course 
together in a night class. It was his 
impression then that Mr. Johnson was 

brilliant man who would go places in 





working toward his Bachelor of 
t University of Texas, Mr. 
summers roughnecking in 
| 7 . } oe | 
helds and worked in the “coffee 
of the oil field derrick. One time 
barely escaped being crushed under 


he barely 
heavy machinery when a steel derrick 
over 


toppled 
Was FBI Man and in Navy 


He did some of his law 


ts degree 
Oakes 


he oil 


ent 


¢ 
corner 


studies at the 


University of Southern California, and 
then moved to lowa where he received 
his LL.B degree at the Drake School 


of Law. Mr. Oakes at 


vhere he 


28 descended on 
Des Moines practiced law for 
four years before becoming an agent for 
the Federal Bureau of Investigation. He 
is reluctant to talk of his experiences 


with the FBI, but admits many duties 
were delegated to him and this was a 
busy and fascinating period of his life 


This career was interrupted by World 


War II, when he went into the Navy 
serving in the Pacific and Far East 
areas. Among the incidents of his war 


service he recalls one which stands out 


by its 


Here is how he tells it: 

“During World W ar II, while sailing in 
Bengal Bay with a ‘51’ on our fantail 
looking for Jap subs, the general alarm 
sounded and a sailor reported a sub- 
marine to port about three miles away. 
We opened fire with the ‘51’ with my 
calling range and deflection according to 
the straddling method I'd learned on the 
desert sands near Tucson, Arizona. After 
we had spent six rounds to no avail, 
there came a blinker message from the 
sub: “We're British—put it back in the 
holster, Hoppie.” 

Following the war, Mr. Oakes returned 
to Des Moines and joined the Bankers 
Life Company as associate counsel. For 
a while, events in his life moved along 
somewhat calmly; then as part of his 
routine Barry wrote’ an _ article 
for the 1957 edition of The Gold Book. 
piece itself was not remarkable, 
but it was interesting and informative, 
and, most important, it touched a button 
over 700 miles away. Among those who 
read the article ma Ted Beasley. It re- 
minded him that he had met and been 
much impressed by Oakes. Getting in 
touch with Oakes the chief executive of 
Republic National said: “We want you 
to help us build our fast growing com- 
pany,” and Mr. Oakes decided to go 
with Mr. Beasley. 


vividly. 


This 


It is not accurate to say that Barry 
Oakes’ arrival at Republic National Life 
was a pretentious one. He drove to Dal- 
las alone, arriving on a Saturday morn- 
ing to find the usual group of Saturday 


workers having their morning coffee 
Somewwhat embarrassed, he explained 
that everything he had with him was 


locked in the trunk of his car to which 
he had lost the key. Everyone immed- 
iately took the “new guy” in. His trunk 
was opened, and Mr. Oakes was launched 
on the career that has skyrocketed him 
to the presidency of the company. 

His election as president was made at 
the annual meeting in March of this 
year. At that time it was announced 
that, as the company’s second president Mr. 





Competition — Bates 
(Continued from Page 3) 


ing estate property. It is self-completing 
not only at death, but can be made so in 
the event of disability. It has the unique 
annuity feature. 

re O82 investment 
executor’s 


favored 
exemption 


type of 
from the 


fee, attorney’s fee, inheritance taxes, 
claims of creditors, etc. 
“3. It is the finest collateral known 


to man 
The semi-compulsory savings fea- 
ture has proven its success as compared 


with practically all other savings me- 
diums. 
“Even though you have the deepest 


convictions and the most polished skills, 
declared Mr. Bates, “your production 
will not reflect your, true potential 





Barry and Estelle Oakes with their two children, Deborah Ann and Bill. 


Oakes will work closely with Mr. Beas- 
ley in over- all policy matters concerning 
the company’s development and will de- 
vote even more of his time serving as 
spokesman for the company in industry- 
wide activities and liaison with the var- 
ious Insurance Departments. 

Mir. Oakes has been an influential and 
well-known figure in insurance industry 
associations. He is a former chairman 


of insurance section of American Bar 
Association for lIowa; in 1960 he 
was vice chairman of legislative com- 


mittee of Health Insurance Association 


of America and in the previous year he 
was on that association’s subcommittee 
on reasonableness of benefits in relation 
to premiums. He is a member of ALC 
Legal Section and of Association of Life 
Insurance Counsel. 

He edited “Agency Law Handbook” 
and has been nominated a board member 
ot The Red Cross. 

Mrs. Oakes was Estelle 
Des Moines and their children are De- 
borah Ann and Bill. The family has 
made many friends since moving to 
Dallas. 


Warner of 





R. C. Berger and W. L. Camp 
Give Survey Report 


3erger, CLU, director of 
and William L. Camp, III, 


CLU, director of sales promotion, teamed 


Royden C 


advertising, 


up to present “Growthmanship Through 
National Advertising” at 


Personal and 
Mutual’s regional sales con- 


Connecticut 
ferences 

Highlighting the illustrated talk, 
covered all phases of Connecticut Mu- 
tual’s advertising and sales promotion 
programs, was the results of a survey 
on the use of direct mail a prospect- 
ing aid, 

\ questionnaire, sent to the company’s 
1,100 agents asked, among other things, 
how they obtained names for direct mail 
use 

Newspapers were mentioned twice as 
often as “personal observation”; four 
times as often as referred names and 


which 


ten times as often as house organs and 
magazines. 

Agents reported they 
missions an average of $25.50 for each 
$1 invested in direct mail. Newspapers, 
the most popular source of names, ranked 
last in commissions earned per $1 invest- 
ment, however. 

Those who obtained names through 
personal observation got a return of $36 
for each $1 invested; referred names 
produced $25; house organs and maga- 
zines, $24; newspapers, $17. 

Most popular of the available lists for 
direct mail were phone and city direc- 
tories. Half the agents also ranked 
newcomers, new corporations, new mort- 
gages, students and alumni highly. 

These lists yielded returns per $1 
investment as follows: student and 
alumni lists, $39; policyowners, $30; 
phone and city directories, $26; com- 
pany employes, $25; newcomers, new 
corporations, new mortgages, etc., $24; 
membership lists, $20; professionals, $20. 


earned in com 





vithout big concepts. This is one of the 
most important attributes which we find 
in a man who makes competition. 


“The man who is thinking big and 
making the competition talks to the 
prospect in terms of his desires. The 


little thinker—the pessimist—the worrier, 
the man who is barely meeting the 
competition, talks in terms of needs. 
‘There is a big difference, for instance, 
between what a boy needs and what his 
father might desire for him in the way 


of a college education. We have a lot 
of $5,000 educational trusts among our 


clients when both the father and the 
agent know that it’s going to take two or 
perhaps three times that to put his boy 
or girl through four years of college 

In conclusion Mr, Bates declared: 
“Give of your best, always. If you will 
do this, Connecticut Mutual and Con- 
necticut Mutual people will never have 
to worry about the competition. We 
will be the competition.” 














August 21, 1961 


The Eastern Underwriter 


Page 5 














ife Insurance Company 


SPRINGFIELD 1, MASSACHUSETTS @ ORGANIZED 1651 


A NEW DAY FOR C.L.U. 


To the 7,000 C.L.U.s throughout the coun- 
try and the 12,250 men and women now en- 
rolled in C.L.U. study, the recent dedication 
of Huebner Hall represents the achievement 
of a cherished vision. 


Thirty years ago and more, the C.L.U. 
movement started as a concept in the minds 
of Dr. Huebner and those dedicated NALU 
leaders who saw the vision. 


Today the edifice in Bryn Mawr is tangible 
evidence that the American College of Life 





Underwriters and the professional body of 
C.L.U.s known as the American Society of 
Chartered Life Underwriters are established 
and accepted at last by the public and the 
great body of life underwriters. A vivid 
demonstration of the power of an idea whose 
time has come! 


It will be no less important from today on 
to encourage the new men in our business to 
undertake C.L.U. study. But of even greater 
importance, those of us who are C.L.U.s re- 
alize that C.L.U. is only the beginning. To 
live up to our own ideals, we must continually 
grow — and to help us, our American Society 
publishes the C.L.U. Journal and Query, and 
provides the C.L.U. Institutes. Other plans 
are under way to increase and improve our 
continuing education. | bespeak our contin- 
ued enthusiastic participation both as indi- 
viduals and as Chapters in the C.L.U. pro- 
gram. 


Saba d lath 


General Agent, Syracuse 
President, 

C.L.U. Association of the 
Massachusetts Mutual 
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REINSURANCE REPRESENTATIVE 

Jack Baldwin has been appointed spe- 
cial reinsurance representative in the 
Atlanta regional reinsurance office of 
Lincoln National Life, Fort Wayne, ac- 


cording to an announcement by John 
Phelps, vice president, reinsurance. Prior 
to his affiliation with Lincoln Life, Mr. 


Baldwin was associated with a life in- 
surance company in Charlotte, N. C,, 
serving as assistant vice president in 
of administrative procedures. 
Lincoln Life has more than 600 rein- 
surance clients throughout the United 
States and in 23 foreign countries. 


cnarge 


Another Product of 
Berkshire Life’s 
Project One 
Breakthrough! 


BIG NEWS 


for 


INVESTMENT 
MINDED 
PROSPECTS 


For the first time, Berkshire 
Life offers two separate 
lines of policies. This means 
that no investment minded 
prospect need be lost. If es- 
tate creation at low outlay 
is required, the Berkshire 
has it. If the buyer wants a 
rapidly accumulating fund 
Berkshire offers a new 
retirement income plan with 
one of the industry’s lowest 
premiums. 


With premiums based on 
the new 1958 CSO Mortality 
Table and a new policy 
pricing system, the new 
Berkshire Life plans com- 
bine an unbelievable degree 
of flexibility and versatility 
with valuable new options 
and privileges, all at outlays 
so low you wouldn't believe 
the plans were backed by 
one of the nation’s oldest, 
most reputable companies. 


For full details, 
contact the nearest 
Berkshire Life 
General Agency 


Abgrasiire LIFE 


INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 

A MUTUAL COMPANY FOUNDED IN 1851 
LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 





C. G. M. Wynne Dead 


Carey Griffith Morgan Wynne, 74, in- 
spector of taxation for the Sun Life of 


Canada for many years until his retire- 
ment in 1951, died suddenly at his home 
in North Hatley, prey on August 8th. 
Mr. Wynne joined the Sun Life in Mon- 
treal early in 1926. After serving in the 
company’s foreign accounting division 
for some time, he was assigned to the 
growing field of insurance taxation and 
was named inspect 9 of taxation in 1933 
and an officer of the company the follow- 
ing year. 


Born in Wales, Mr. 


Wynne was known 


as a Welsh scholar and devoted himself 
to historic research into the early days of 
Wales. From 1914 to 1917 he served 
with the British Army, going through 
the Gallipoli campaign and being dis- 
charged with the rank of captain. In 


later life he was actively interested in 
bee-keeping as a hobby 

He is survived by 
by brothers and 


his wife, Amye, and 


sisters in Wales. 


SAN DIEGO DISTRICT MANAGER 
Donald H. Owens, former manager of 
The Prudential’s Pomona Cal., district 
agency, has been placed in charge of the 
company’ s San Diego East district 
agency, Charles A. Waters, executive 
director of agencies, has announced. 


R. W. DePau, Jr. Appointed 
By No. American Life 


North American Life of Chicago an- 
nounced the appointment of Robert W. 
DePau, Jr., as regional agency director. 
Mr. DePau will be responsible for the 
establishment and the supervision of new 
North American agency operations in the 
south-eastern section of the nation. He 
will also supervise existing North Amer- 
ican agencies in this geographical area. 

Mr. DePau’s insurance background 
stems back to 1932, and includes 21 years 
with Prudential and seven years with the 
Protective Life of Birmington, Ala. His 
insurance experience includes that of 
agent, agency manager, and supervisor 
of agencies. He will headquarter in 
Miami, but will operate extensively 
throughout the south-east. 


Pru. Payments Set Record 


The Prudential announced that its pay- 
ments to policyholders and beneficiaries 
during the first half of 1961 amounted to 
a record $740,642,000. 

The payments include claims, dividends, 
annuities, and other benefits paid in the 
United States and Canada. The old rec- 
ord for first half payments was set last 
year, with $680,539,000. 





GOOD MEN BEHIND A GOOD PLAN MAKE PROGRESS 


MEN OF THE 
CHESAPEAKE BAY 
COUNTRY 
Weather-seasoned 
waterman of the 

Bay country, Warren 
Hudgins steers his 
*fone-lunger” out to 
fishing nets near 


Gwynn’s Island, Va. 


Photograph by 
A. Aubrey Bodine, 








--. and the Good Men 
of Baltimore Life are 
Guarding the Security 


of Amerwan Famialves 


with Skill and Integrity 





THE BALTIMORE LIFE 
INSURANCE COMPANY 


A Progressive Mutual Organization Since 1882 
Mt. Royal Plaza, Baltimore 1, Md. 


L.U.T.C. and C.L.U. Training helps you do a better job! 


Inquires invited from General Agents in the Mid-Atlantic area. Address Marlin W. Morgan, V.P. 





GAMC Speaker 





ROBERT B. COOLIDGE 


A realistic approach to agency man- 
agement will be stressed in an address 
by Robert B. Coolidge, senior vice pres- 
ident, Aetna Life, before the General 
Agents and Managers Conference pro- 
gram at the annual convention of NALU 
in Denver on September 27. 

Mr. Coolidge, who has been a prin- 
cipal speaker at numerous national meet- 
ings including the American Life Con- 
vention, the annual meetings of the Life 
Insurance Agency Management Asso- 
ciation, and the Canadian Life Officers 
Association, has selected “Easy Doesn’t 
Do It” as the title for his address, 

Clyde F. Gay, executive vice president 
of John Hancock, was previously an- 
nounced as the speaker for the tradi- 
tional luncheon of the General Agents 
and Managers Conference. Mr. Gay’s 
talk is entitled “Field Management — 
Without Wax.” 

Carr R. Purser, Penn Mutual general 
agent in New York City, national chair- 
man of GAMC, will preside. 


United Life & Accident 
Has Record Second Quarter 


Total life insurance in force of United 
Life and Accident at the end of the first 
six months of 1961 stood at $467,147,518 
it was reported by Douglas B. Whiting, 
president of the Concord, N. H. com- 
pany. This compares with $445 million 
in force at the end of 1960. Included 
in the current life insurance in force is 
the largest second quarter’s sales ever 
recorded by the company with $26,300,- 
000 of new insurance paid for in this 
period. Life insurance in force is in- 
creasing at an annual rate of 98% as 
contrasted to 8.1% in 1960. 

United Life’s Ordinary insurance in 
force passed the $400 million mark in 
this period and is increasing at an annual 
rate of 11.9% compared to 6.8% recorded 
a year ago. As of June 30 direct Ordinary 
in force was $400,016,520. 

Health insurance premiums continued 
to show a substantial gain during the 
first six months of the year and totaled 
$356,501. This compares to $291,837 in the 

same period of last year. Total assets 
of United Life rose to $48,701,581 as of 
June 30, an increase of almost $1,600,000 
over the $47,133,977 shown at the end 
of last year. Total capital was $3,765,- 
730, an increase of $162,000, 

Net earnings per share before Federal 
Taxes and before dividends for United 
Life amounted to $9.80 as compared to 
per share net earnings of 94¢ in 1960. 

Peerless Insurance Co., Keene, N. H., 
has an 80% stock ownership in’ United 
Life and Accident. 


Trenton Agency Mgr. 

American United Life announces the 
appointment of Charles H. Althoff as 
agency manager in Trenton. A native of 
Newport, R. L, Mr. Althoff has been in 
the life insurance business six years as 
agent, home office agency supervisor and 
recently as agency manager. 
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Elected an Officer 





O. T. NORVELL, JR. 


O. T, Norvell, Jr., has been elected an 
officer of Bankers Life of Des Moines 
and has assumed his duties as an agency 
superintendent in the home office. He 
goes to Des Moines from Dallas, where 
he was affiliated with another insurance 
— 

Norvell is a native of Oklahoma 
waa par si his B.S. in civil engineer- 
ing from Texas A. & M. in 1941. Follow- 
ing graduation, he had a distinguished 
career in the U, S. naval air corps from 
1941-45, receiving a presidential citation 
among other service honors. 

A member of local, state and national 
life underwriters associations and the 
General Agents & Managers Conference, 
Mr. Norvell has been in the insurance 
business since 1949. While in personal 
production, he earned membership in his 
company’s top sales honor clubs. 


GA. INTERNATIONAL GEN’L AGT. 

Appointment of Irving E. Kemp as 
general agent for Georgia International 
Life at Cincinnati has been announced 
by Wylie Craig, vice president. 

Mr. Kemp is a graduate of Ohio Uni- 
versity and a veteran of four years serv- 
ice with the Army in the South Pacific 
during World War II. He joined Penn 
Mutual Life in 1949, became an agency 
supervisor in 1953 and a general agent 
in 1956. He has been a consistent quali- 
fier for the National Quality Award. He 
is a member of the Cincinnati Life Un- 
derwriters Association and the General 
Agents and Managers Association. 


Long Island CLU’s Elect 


Herbert Lapidus, general agent of the 
Hicksville, Long Island, office of United 
States Life, has been elected president 
of the Long Island CLU Chapter. 

Other new officers are: executive vice 
president, Charles Capo, Penn Mutual 
Life, Hempstead; administrative vice 
president, Melvyn J. Danis, Mutual Of 
New York, Freeport; treasurer, Victor 
R. Goldberg, Mutual Benefit, Garden 
City; and secretary, Leona Seldow, as- 
sistant professor of insurance and real 
estate at Hofstra College. 


Insurance Survey Co. Now 


With United States Life 


The Insurance Survey Co. has joined 
United States Life as general agent in 
Chicago. Announcement of the appoint- 
ment of this four year old agency was 
made by Clinton C. Laux, midwest re- 
gion superintendent of agencies. 

The agency was formed in 1957 by 
Robert A. Trembly, president, and Frank 
F. Berglund, executive vice president. 
The main growth force for Insurance 
Survey came as a result of surveying 
commercial and industrial firms on all 
insurance lines to provide that kind 
of client with a planned insurance pro- 
gram, fitting changing needs. 

life department will enable the 
agency to give complete service to all 
its clients and will also be available to 
serve brokers in the area. 

Other officers of the firm are Fred J. 
Sherman and Kelly F. Murphy, vice 
presidents, and Henry T. Bird, assistant 
vice president. 


Liberalize Underwriting 

Massachusetts Mutual Life has an- 
nounced that policies issued with a rat- 
ing for occupation will provide for auto- 
matic removal of the rating on the pol- 
icy anniversary nearest age 65. This 
liberalization will also apply to existing 
policies and proper premium adjustments 
will be made. 

The removal of occupational ratings 
will not apply to policies issued after 
age 60. The rating in these cases will be 
charged for a five-year period. It will 
also not apply to policies carrying extra 
premiums due to an aviation hazard. 


United States Life Names 


California General Agent 
Richard C. Shipley, CLU, has been ap- 
pointed general agent for United States 
Life in Oxnard, Cal., it was announced 
by Stuart L. ‘Russel, CLU, Pacific re- 
gion superintendent of agencies. 

Mr. Shipley began his career in the 
life insurance business in 1950 as an agent 
for The Prudential in the Los Angeles 
area, remaining with that company seven 
years. Since 1959, he has been field man- 
ager for Insurance Co. of North America 
in Ventura and Santa Barbara coun- 
ties. In his first year with that com- 
pany, he was the leading field manager 
in the nation. 


Made Assistant Counsel 





KENNETH R. HENDRA 


Appointment of Kenneth Raymond 
Hendra as assistant counsel, was an- 
nounced by Standard Security Life of 
New York. In this capacity, Mr. Hendra 
will be active in policy drafting and 
review (life, health and Group forms), 
policy filings in various states and pol- 
icyholders’ service. 

Prior to joining Standard Security Mr. 
Hendra was contract supervisor of the 
accident and health division of United 
States Life and —— to that, an 
attorney with the Fidelity and Casualty 
Co. of New York and Great American 
Insurance Co. 

He is a graduate of Wayne State Uni- 
versity and Brooklyn Law School, and 
is attending the Graduate School of Law 
at New York University. He served 
in the Navy. 


NALU Convention Speaker 

Ron mgt CLU, general agent for 
Equitable Society in Los Angeles, will be 
a featured spe aker at the 1961 annual 
convention of The National Association 
of Life Underwriters in Denver. He will 
appear on the traditional Million Dollar 
Round Table Hour, Wednesday morning, 
September 26. 

Mr. Stever is a past president of the 
Pasadena Life Underwriters Association, 
and served as director of the “it aa 
seles Life Underwriters Association, Los 
Angeles Managers Association, Los An- 
geles Life Insurance and Trust Council, 
ind Los Angeles Chapter, Chartered Life 
Underwriters. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








K. N. Stephenson Advanced 
By Great Southern Life 


Great Southern Life of Houston has 
appointed Karl N. Stephenson assistant 
manager, sales training department. 

Mr. Stephenson joined the company in 
July, 1959, and was with the El Paso 
Agency. Following-a period of manage- 
ment training in the home office, he will 
go into the field, supervising novice 
underwriters on basic sales procedures. 

While in the underwriting phase of the 
business, Mr. Stephenson qualified in 1960- 
61 for the Great Southern Club and the 
Leaders Legion, the company’s produc- 
tion clubs. The latter is composed of 
those men who sell in excess of $500,000 
in new business during the club year. 





ASSOCIATE GENERAL AGENT 
Commission Plus Salary 
Full Vestings 
Top Minimum Deposit 


Levy-Brenner Associates, Inc. 
140 Nassau Street New York 38 
BArclay 7-7370 














CUT OUT AND SAVE... IT'S WALLET-SIZE 






EVERY DOLLAR 
COMES BACK! 


Young men can’t resist this “Capital 
Return” Plan...older men find it very 
appealing for their sons, grandsons. 
With this Plan your client has the guar- 
antee that his annual premiums will be 
returned at the end of 20 years. Life 
Insurance Protection plus a full share 
of dividend earnings 
throughout. 


And “assurance r 
is something we 





























Lr always give you. 
3 TEA We specialize in 
HH dogg ae having specialists ! 
Ooo000000000 55 . 
boo aba) (88 whoare known for 


working through 
col\oo| with a case... 5 
successfully. rf 


I As close to you as your telephone § 


! Matt Jaffe Associates, Ltd. | 


| 431 FIFTH AVENUE,N.Y. «© MU 4 5779 : 
General Agents 

j The Canada Life Assurance § 

{ Company, Toronto, Canada § 








LIFE GENERAL AGENTS 


A great many of the companies 
with whom we have been dealing 
throughout the entire country 
have indicated needs in specific 
areas. Reliable contracts and at- 
tractive sales portfolios are avail- 
able for experienced men. The 
bulk of our clients have expressed 
a willingness to absorb our serv- 
ice charge. We promise prompt 
yet confidential action. 





ASST. LIFE AGENCY 
DIRECTOR 


This position calls for an ambi- 
tious man who has had a success- 
ful background of personal pro- 
duction to which he can point. 
An east coast company — re- 
cruiting and supervision of Gen- 
eral Agents. 


+E-917 — $14,000 





LIFE AGENCY DIRECTOR 


A relatively new company on 
the east coast needs a man with 
Home Office experience to start 
production rolling on life sales. 
This is the chance to progress 
with a fine company from the 
start. 


+E-918 — $18,000 





330 S. Wells St. 





Without any obligation, send for our brochure, How We Operate. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 6, Illinois 





LIFE ACTUARIES 


A growing trend we have wit- 
nessed recently is the search com- 
panies have instituted for Actu- 
aries of promise. From coast to 
coast our orders from companies 
have far exceeded the supply. 
The results in your behalf will be 
most gratifying. Our specific 
opening will enable us to tailor 
the locational and income prefer- 
ences to your desires. 
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NALU Convention Speaker 


Dr. Josef Korbel, director of the Social 
Science Foundation and chairman of the 
Department of International Relations at 
the University of Denver, will be a fea- 
tured speaker at the 1961 annual meeting 
of The Life 
Underwriters. 


National Association of 


Dr. Korbel will address the September 
28 morning general convention session. 


BMA BRANCH MANAGER 

Business Men’s Assurance has an- 
nounced the appointment of C. L. Dun- 
gan as manager of the Omaha branch 
office. Mr. Dungan joined the company 
as a salesman in 1954, and has consist- 
ently qualified for BMA honor clubs 
through his personal insurance produc- 
tion. He was appointed district super- 


visor in 1958, and became district man- 
ager in 1959. 





York 38, N. Y. 





MANAGER OF TRAINING 


Large eastern mutual company has an opening for Manager of 
Training. Successful background in ordinary sales, plus supervision 
or home office work essential. Starting salary commensurate with 
experience. Our own staff knows about this advertisement and 
replies will be held in strict confidence. Write, enclosing complete 
resume: Box 2935, The Eastern Underwriter, 93 Nassau Street, New 
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COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 
103°, first year commission — it sure is! We also pay 
another 45°/, in renewals over the next six years. If you 
want more information on how to step up to your own 
Agency, contact — David G. Hunting, C.LU., President. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 
170 Whitney Avenue ¢ New Haven 5, Conn., Dept. 170 

















Triple Indemnity 


Par and Non Par 


THE 
BEST OPPORTUNITY 


PRODUCERS 


e OUTSTANDING POLICIES 
All policies on 1958 Mortality Tables 


Women issued 3 years earlier than men 


ALL FORMS OF LIFE COVERAGE 


Group Life and Group Creditor 
LIBERAL GENERAL AGENTS CONTRACT 
UNEXCELLED HOME OFFICE COOPERATION 
TOP NOTCH SALES AIDS 
PROGRESSIVE COMPANY PHILOSOPHY 


General Agency Opportunities Available in 
NEW YORK STATE 


for 








Call or write 
LEONARD J. PIKAARD, Vice President 


HamMILton LIFE 
INSURANCE COMPANY 
OF NEW YORK 


485 Lexington Avenue, New York 17, N. Y. 





YUkon 6-2780 











New Yersey Hearing On Replacements 


(Continued from Page 1) 


home office of the company and made 
available on request of the Department 
of Banking and Insurance. 

B. Every licensee of this Depart- 
ment authorized to solicit the purchase 
of life insurance in New Jersey, in so- 
liciting coverage whenever it is sug- 
gested that existing insurance be sur- 
rendered or lapsed or in any other 
way changed in status (but not includ- 
ing such incidental changes as changes 
of beneficiary or modes of premium 
payment), must present to the prospect 
a written proposal signed by him set- 
ting forth all the pertinent facts bearing 
on the transaction and explaining all 
its advantages and disadvantages. A 
copy of this written proposal must be 
retained by the licensee for a period of 
at least one year and made available 
on request of the Department of Bank- 
ing and Insurance. 

C. When such replacement or change 
in an existing policy or policies is sug- 
gested, the licensee must deliver to the 
insured the following Notice: 


Notice to Policyholder 


(This notice is for your protection and ts 
required by Regulation No...(1961) of the 
New Yersey Department of Banking and 
Insurance, Charles R. Howell, Commis- 
sioner.) 

“If you are urged to purchase some 
new life insurance and it is suggested 
that you surrender or lapse or in any 
other way change the status of your 
existing insurance in the process, you are 
entitled to receive from your agent a 
signed written proposal setting forth all 
the pertinent facts bearing on the trans- 
action and explaining its advantages and 
disadvantages. 

“In this way, you will be able to make 
an informed analysis of the proposal 
before you reach a decision. Or, if you 
prefer, you may ask your present life 
insurance company for its opinion which 
will be given to you without charge or 
obligation. 

“In reaching your decision, you should 
bear in mind these facts: 

“Writing new insurance involves rela- 
tively heavier initial costs. If you re- 
place your present policy with a new 
one, you will be paying these costs 
twice. 

“Your present policies may contain 
disability benefits or provisions for 
installment payments and annuity in- 
come which are more advantageous 
both to you and your beneficiary than 
those available in new policies. 

“A new policy may have the effect of 
reinstating the period during which a 
claim payment may be contested by 
the company. 

“Your present insurance company can 
of'en make a desired change on terms 
more favorable to you than could be 
offered by another company.” 


Comments by A. N. Guertin 


Alfred N. Guertin, actuary of American 
Life Convention, said that as early as 
1923 the ALC had in the by-laws a pro- 
vision condemning the practice of twist- 
ing and pledging the support to the en- 
forcement of laws prohibiting such prac- 
tices. In the late ’30s the life insurance 
industry, through an anti-twisting agree- 
ment, sought to implement the policy 
that replacements were generally con- 
trary to the interest of the public. The 
agreement lapsed into disuse, however, 
with the South-Eastern Underwriters’ 
Association decision that insurance is 
commerce, 

Bruce E, Shepherd presented to Nat- 
tional Association of Insurance Commis- 
sioners in December, 1960 for adoption, a 
form of proposed resolution condemning 
the practice of twisting. The executive 
committee of ALC at its April meeting 
this year adopted a resolution substan- 
tially of the form which had been sug- 
gested by Mr. Shepherd, and the Insti- 


tute of Life Insurance is cooperating in 
dissemination of convention policy on 
this subject. It is seen, therefore, that 
the business generally is in support of 
the purposes of the proposed regulation 
by Commissioner Howell, said Mr. Guer- 
tin, 

Mr. Guertin said that there were two 
points which might be called to the at- 
tention of the Commissioner on the reg- 
ulation under review. He thought that 
the “Notice to Policyholders” is only one 
method of approaching the clearance 
problem. There might be other practical 
methods worthy of exploration. He also 
thought the proposed regulation is 
couched in language which would seem 
to refer primarily to Ordinary insurance. 
“The circumstances surrounding other 
lines of business, such as Group and 
annuities, might be somewhat different 
because in those cases the agent is deal- 
ing with an employer rather than with 
the head of a household. It could be 
that the language of the regulation might 
need clarification as to its exact intent,” 
said Mr. Guertin. 

Thomas J. Gillooly, assistant general 
counsel, The ‘Prudential, explained the 
position of his company, saying that it 
supported Commissioner Howell’s effort 
to control problems incident to replace- 
ment through this regulation. 

“The Prudential believes,” he said, 

“that there is special merit in the ‘Notice 
to Policyholders’ embodied in the pro- 
posed rules, and recommends that this 
approach be adopted for a traditional 
period. To do so would be going further 
than any Insurance Department has to- 
day, and would provide the Department 
with time fully to assess the necessity for 
taking some drastic action. 
_ “If the Department decides to go ahead 
in the regulation with the general form 
proposed, The Prudential assures the 
Commissioner of its support but is sug- 
gesting several improvements. 

“The regulation should be addressed 
to the replacement of permanent value 
life insurance, in our opinion, 

“It should also be confined to ‘replace- 
ment or reductions in the amount of ex- 
isting permanent value life insurance’ 
instead of ‘replacement, or other 
change,’ as now worded in the proposed 
regulation, as this is unnecessarily broad, 


Suggests Industry Advisory Committee 


“Finally, it is recommended that the 
Department designate an industry ad- 
visory committee, consisting of compa- 
nies and agents licensed in New Jersey 
to work out ground rules for the require- 
ment that a company notify its agents 
of the procedure to be followed in case 
of replacement, and requiring that a writ- 
ten proposal must be signed by the agent 
and presented to the prospect in event 
of replacement. It is essential that the 
requirements of the regulations be work- 
able and practical or they cannot suc- 
ceed as has been the case in the past 
with some legislative and regulatory reg- 
ulations which 1 


n have failed over the 
years. 


Talk of Frederick W. Read, Jr. 


The broad objectives of the proposed 
regulation were also endorsed by Home 
Life Insurance Co., according to Fred- 
erick W. Read, Jr., its counsel. Speak- 
ing for his company, Mr. Read stated 
that it was as important for State Insur- 
ance Departments to make sure that pol- 
icyowners seeking to replace <xisting 
insurance be in possession of all perti- 
nent information, as it has been for the 
Departments to approve the policy forms 
themselves before issue. In congratulat- 
ing the New Jersey Department on being 
among the first to consider taking this 
much needed action, he added that in the 
view of his company the effective admin- 
istration of this type of regulation would 
be materially assisted if all states taking 
similar action could agree upon and 
adopt uniform requirements. 
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“More than worth the effort” 


It takes study, perseverance and hard work to earn your CLU key. 


But the rewards are more than worth the effort. That’s why more than 600 Equitable represent- 
atives throughout the country now wear this distinctive key — and why over 1300 are working 
toward this honor with the assistance of the Equitable Chartered Life Underwriter Association. 


To all these people who are serving the Equitable’s clients better by serving themselves 


better, we offer our sincere congratulations. 
} THE EQUITABLE 


Life Assurance Society of the United States 


Home Office: 393 Seventh Avenue, New York 1,N.Y. ©1961 
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Detroit General Agent 
For Bankers of Nebraska 


Bankers Life of Nebraska has an- 
nounced the appointment of Richard T. 
Murphy as general agent in Detroit. 

Mr. Murphy brings to Bankers Life an 
impressive record in both personal pro- 
duction and sales management. A _ top 
producer with Equitable of New York 
for five years, he earned life member- 
ship in the Million Dollar Round Table. 
Promoted to assistant agency manager 
two years ago, he developed a unit that 
topped $4 million during its first year. 




































































West Coast Names McKee 


Agencies Superintendent 


Appointment of Walter R. McKee as 
superintendent of agencies for West 
Coast Life in the Pacific North West has 
been announced by President Harry J. 
Stewart. 

Mr. McKee’s headquarters are in the 
company’s new and enlarged offices in 
Seattle. 

The new superintendent of agencies 
goes to his position with a substantial 
record as manager of the West Coast 
Life agency in Seattle. A graduate of 


Brown University, Mr. McKee served 
during the war as a Naval officer. After 
release from service he joined the Of- 
fice of Naval Intelligence in San Diego, 
transferring in 1954 to Seattle as special 
agent in charge of Naval Intelligence 
for the 13th Naval District. Following 
his work in this capacity and prior to 
joining West Coast Life, he was asso- 
ciated with a large Eastern life insurance 
company. 

Mr. McKee’s appointment as super- 
intendent of agencies is part of the West 
Coast Life program to increase agency 
representation in the Pacific North West 
states. 




















Director of Agencies 


Named by Aetna Life 





GLENN B. MOORE 


Glenn B. Moore has been promoted 
to director of agencies, Aetna Life by 
the company’s board of directors. 


In his new position, Mr, Moore will be 
supervising officer of a number of Aetna 
Life’s general agencies in the West, with 
headquarters in Los Angeles. He joined 
Aetna Life in 1947 a year after his grad- 
uation from Michigan State University. 
He was an agent, then supervisor at the 
Battle Creek, Mich. district office be- 
fore being named assistant general agent 
at Lansing in 1952, where he later be- 
came associate general agent. 

Mr. Moore served as agency manager 
with another company for several years 
and in 1959 rejoined Aetna Life as super- 
intendent of agencies at the home office 
in Hartford. 


Mr. Moore is a past president of Lans- 
ing Managers and General Agents As- 
sociation and a member of Hartford Life 
Underwriters Association. He is also a 
past president of the Michigan State 
Varsity Club and is a Boy Scout Council 
director. 


INTERNATIONAL OF BUFFALO 


Has Six Agencies There and Offices in 
Other Large Cities of 
tate 

The newly formed International Life 
Insurance Co. of Buffalo expects to have 
its first policy in the hands of a customer 
shortly. The company has 20 full-time 
agencies and more than 100 full-time 
salesmen. In the Buffalo area there are 
already six International Life agencies. 

Other International Life offices have 
been established in Niagara Falls, Lock- 
port, Batavia, Syracuse, Albany, Rome, 
New York City and several smaller com- 
munities. 


Brokerage Consultants 


Connecticut General (Life has an- 
nounced the appointments of two senior 
brokerage consultants. They are Wil- 
liam M. Cahill at the Boston brokerage 
agency and Earl J. Hoag, Jr. at the 
Broadway, New York City, agency. 

Both men have been working with in- 
dependent general insurance men and 
their clients in all areas of personal and 
business insurance. 

Mr. Cahill, a graduate of Northeastern 
University, joined the Boston brokerage 
agency in 1959. Mr. Hoag was named to 
the Broadway agency in 1958. He is a 
graduate of Colgate University. 


OPENS NEW SALES AGENCY 


General American Life has announced 
the opening of a sales agency in Santa 
Barbara, Cal. Named to head the newly 
created agency is Jens H. Christiansen, 
who goes to General American from New 
England Life. 

The new general agent is president of 
the Santa Barbara Life Underwriters 
Association and is experienced in train- 
ing, recruiting and joint field work. He 
began his insurance career in 1956. 
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Calif. Life Comptroller 


Appointment of George Fujino as 
comptroller of California Life, has been 
announced by B. N. Nemerov, chair- 
man of the board of directors and chief 
executive officer. Mr. Fujino was for- 
mally named comptroller and elected an 
officer of the company at the recent 
regular meeting of the board of direc- 
tors. He succeeds R. D. Bacon who 
resigned recently to enter another type 
of industry. 

The new comptroller goes to Califor- 
nia Life from Salt Lake City, where 
he had been comptroller for a life in- 
surance company and previously oper- 
ated his own tax consultant service. 
Prior to this, ‘he was an Internal Re- 
yenue agent with the United States 
Treasury Department for approximately 
three years. Widely recognized in ac- 
counting circles, he was president of the 
Utah Association of Insurance Account- 
ants, 1960-61 and president of the Utah 
chapter, Insurance Accounting and Sta- 
tistical Association, 1961-62 term. 


Mr. Fujino is a graduate of the Uni- 
versity of Utah, where he earned his 
bachelor of science degree, majoring in 
accounting, He served in the Army, 
1943-46, 


Puritan Life Conference 
Features Merchandising 


Puritan Life’s regional managers from 
Connecticut, Massachusetts, Pennsyl- 
vania and Rhode Island, with a home 
office contingency from Providence, R. L., 
recently attended a three-day conference 
at the Red Lion Inn, Stockbridge, Mass. 

Theme of the conference was “The 
Modern Merchandising of Life Insur- 
ance in Relation to the Needs of the 
General Lines Agent.” The Puritan Life 
obtains approximately 95% of its direct 
business from this source. 

Among those attending were Frank O. 
H. Williams, president; James B. Ross, 
vice president; James R. O’Donnell, 
second vice president and ‘Marvin Eisen- 
stadt, agency secretary. 


General American Names 
Two New General Agents 


General American’s multiple agency 
system in Los Angeles has_ been 
strengthened with the appointment of 
two new general agents. They are Har- 
old L. Flangel and William E. Robinson. 

The new appointments raise the num- 
ber of agencies in Los Angeles to six. 

Mr. Flangel, an NQA winner for the 
past two years, is vice president of the 
San Fernando Valley Life Underwriters. 
He began his insurance career in 1958. 
_ Mr. Robinson goes to General Amer- 
ican from iManufacturers Life, with 
whom he was associated since 1956. He 


was an NQA winner in 1958-59-60. 
PERSONNEL 


Boop SERVICES, INC. 


“Specializes in Insurance" 
ACTUARIES FEE PD................ccccs0000. $12-25,000 
inary, Group, Pension—many states. 


GENERAL AGENTS ..............-0c0css0c000-0- $12-25,000 
Top Life spots for top Life execs. 








SUPT. OF AGENCIES........................ $ a 000 
You'll relocate to Va. for top future 

PENSION EXECUTIVE ..................00000. $ 5,000 
Hvy technical with some client Seem 

A&H ADMINISTRATION .................. $ 12,000 
You'll run this Midwest dept. 

LIFE UNDERWRITER ................ccc000.00+ $ 11,000 

+ years solid Ord. for NYC HO. 

GROUP UNDERWRITER .................... 10,000 
5+ years experience & relocate DC area. 

GROUP ACCOUNTS (Md.)............ $ 8, 
Group billing, commission statements. 

A&H CLAIMS EXAMINERS............ 3 7,000 


50 CHURCH STREET | -_ YORK 7, N. Y. 
WoOrth 4-841 











NEW FT. LAUDERDALE AGENCY 

Ohio State Life, Columbus, announces 
the opening of a new agency in Ft. 
Lauderdale, Florida. It is the Winter 
Insurance Agency with John C. Winter, 
CLU, as general agent. 


American Life Director 


Earl Clark was elected a director of 
American Life of New York. Mr. Clark 
is a vice president of Occidental Life 
of California, 


Management Conference 
Panel Speakers Announced 


The full panel of nine speakers has 
been announced for the October 26-28 
meeting of the Mid-West Management 
Conference, French Lick, Ind. They 
are: 

Joseph L. Beasley, senior vice presi- 
dent, Equitable Society; E. B. Bingham, 
general agent, Lincoln National, Fort 
Wayne; Daniel S. Coelho, general agent, 
Penn Mutual, Detroit; R. R. Davenport, 
senior vice president, Sonthwestern Life, 


Dallas; L. J. Evans, general agent, North- 
western Mutual, Portland, Ore.; William 
Harmelin, Harmelin Agency, Inc., New 
York; Seth C. Macon, associate agency 
manager, Jefferson Standard, 
Lester O. Schriver, executive vice presi- 
dent, NALU, Washington, D. C.; Harold 
P. Winter, executive vice president, 
Union Central Life, Cincinnati. 

The Mid-West Management Confer- 
ence is sponsored annually by the Gen- 
eral Agents & Managers Association of 
Indianapolis. 


Greensboro; 

























FOR YOU |" 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 


Office assistance to help 


you in your Recruiting, 
Training, and Agency 
Building Program. 


AGENCY-BUILDING OPPORTUNITIES in: 


Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Washington, D.C., and West Virginia. 





35 STRIKE IT RICH! 


You can “Roll a Strike” every time with Columbus 
Mutual’s Agent’s Contract, Induction Program, 
and Sales Packages—because your agents make 
money and you make money with: 


Top Commissions on Leading Par and Non-par Policy Contracts. 


| Vested Renewals. 


oo 


Agent’s Contract 
Induction Program 


bY 5 a ., 










COLUMBUS MUTUAL | 


Life Insurance Company 


Columbus 16, Ohio 
k E. Jones, President ‘Fred on Adams, Sup't. 0 








Free Group Life Insurance. 


Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 
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“You want to talk to 
my uninsurables??” 


CG: Sure! No one ever talks to them 
about Life . . . take one of your good cli- 
ents who is uninsurable ... you make 
him very happy if we analyze his policies 

. show him how to get more out of his 
premium dollars. 


YOU: So he’s pleased ... 


CG: So... he'll tell his friends what a 
great job you did . . . he'll become a cen- 
ter of influence that will bring you pre- 
ferred leads .. . friends at his level who 
are insurable! 


YOU: But this takes time! 


so what? 


CG: Sure, our time! We have the techni- 
cal knowledge and the staff to handle all 
the paperwork. It’s like adding a Life 
Department to a corner of your office 
without adding overhead. But you get all 
the commissions . . . in fact, you can 
increase your profits 15% or more a year! 


YOU: Well, that’s better. What next? 


Next, call your nearest C.G. office 
for the rest of this profitable story. Do 
it today! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


oS. 








INTEGRATES PENSION SALES 





Mutual Benefit Life Establishes New 
Unit; Shapiro is Director; Gaudette, 
Logan Assistants 

Mutual Benefit Life of Newark, has 
established a new pension sales organiza- 
tion headed by ‘Robert Shapiro, who has 
been appointed director of pension sales. 
He was formerly director of Group pen- 
sions. 


The principal function of this new 
unit is to direct and coordinate the ac- 
tivities of the company’s agency and 


Group field force in the development of 
insured pension plans. The pension sales 
unit will report directly to William F. 
Ward, vice president—underwriting, and 
will coordinate its activities with Robert 
C. McQueen, vice president—Group in- 
surance 

Assisting Mr. Shapiro in the new oper- 
ation are Edward J. Gaudette and W_1- 
liam A. Logan, assistants to the director 
¥f pension sales. 


Texas Life Officials — 


In Annual Convention 
13th annual the 
Texas Legal Reserve Officals Associ:- 
tion was held in Houston August 10-12, 
with Thomas C. Ferguson, chai-man, 
Texas State Board of Insurance, as one 
of the speakers. Other talks were mede 
by B. N. Woodson, president, American 
General Life, and Dr. Carl A. von Tha- 
len, director of medical underw iting, 
Munich American Reassurance, Atlanta 

New officers elected were: President, 
C. C. Yost, senior president, Union 
Bankers, Dallas; first vice p dent, Sam 
Cobb, president Coleman Life Insurance 


The convention of 


vice 





Co.; second vice president, W. H. De- 
laney, Old National, Houston; secretary, 
D. J. Hundahl, Jr., National Security 
Life & Accident. 


JACOB N. KORNBLITH DEAD 
Jacob N. Kornblith, agent in Occidental 
Life of California’s La Salle St. branch 


office in Chicago, died recently at age 67. 


Mr. Kornblith, with Occidental since 
1948, entered the insurance business in 
1923 in an association with Metropolitan 
Life which continued until he joined Oc- 
cidental. 





We have the IMAGINATION 
to insure 97% of all Sub 
Standard Risks. 














“Theres a better future than 
eucr with Kentucky Central... 


Founded 1902 — Kentucky's Oldest Life Insurance Company — Now Operating in 13 Southeastern and Ohio Valley States 


KENTUCKY CENTRAL LIFE and ACCIDENT INSURANCE COMPANY 


Garvice D. Kincaid, President 


Anchorage, Lovisville, Kentucky 





G. C. Boddiger Heads 
Pacific Fidelity Life 


MAXWELL C. KING IS CHAIRMAN 





Five-Year-Old Los Angeles Company 
Has More Than $420 Million in 
Force; Licensed in 31 States 





George C. Boddinger has been elected 
president of Pacific Fidelity Life, succeed- 
ing Maxwell C. King, founding president of 
the five-year-old company, who was 
elected chairman of the board. Elliott 
Taylor, senior vice-president, was elected 
to the newly-created position of vice- 
chairman of the board. 





GEORGE ( 


BODDIGER 


Mr. Boddiger, 44, joined Pacific Fidel- 
ity in December, 1959, as executive vice- 
president and general manager, three 
years after the company was organized. 
During 1960 the company’s total insur- 
ance in force increased $81,738,898, to a 
year-end total of $420,128,839. 


Began Insurance Career in 1939 


His election as chief executive comes 
in the twenty-second year of Mr. Bod- 
diger’s insurance career which began in 


1939 following graduation from Univer- 
sity of Illinois. He joined Acacia Mutal 
Life, as an accountant in that year. 


During World War II, he served with 
the U. S. Army Quartermaster Corps, 
attaining the rank of Captain. Resuming 
his insurance career, Mr. Boddiger was 
associated with Continental Assurance, 
Chicago, for four years as administrative 
coordinator and assistant to the execu- 
tive vice president. He then went to 
New York City as assistant secretary of 
the Life Office Management Association. 

In 1952 Mr. Boddiger joined Mutual 
of Omaha, becoming assistant treasurer 
of that company and assistant vice pres- 
ident of a subsidiary, United Benefit 
Life. He was elected vice president and 
general manager of another Mutual of 
Omaha subsidiary, Companion Life, in 
1958. 

Has New Home Office Bldg. 


Licensed in only five states in 1958, 
Pacific Fidelity is now licensed in 31 
states and in the District of Columbia. 
Last year it moved into a new six-story 
home office building; developed a new 
diversified investment program and _ in- 
troduced a line of guaranteed renewable 
Health Insurance rance policies. 


L. L. Harley Dead 








_ Laurie L. Harley, 61, for 40 years a 
fieldman for Life of Georgia, died 
August 7 in Florence, S. C., where he 


was district manager. He was a former 
president of the South Carolina and the 
Florence Life Underwriters Associations. 
A native of South Carolina, his entire 
career with Life of Georgia had been 
in that state. 


Phila. Life Reaches 
$600,000,000 in Force 


Joseph E. Boettner, CLU, president 
Philadelphia Life, announced that the 
company has reached the $600,000,00 
mark of insurance in force. In making 
the announcement, Mr. Boettner said 
“While it took the company 24 months 
to progress from $30),000,000 to $490,000,- 
000, and another 24 months to reach 
$5000,000,000, it took only 13 months t 
increase our insurance in force from 4 
half-billion figure to our present $x 
000,000.” 

In addition, Mr. Boettner noted that 
during the month of July, paid business 
increased 63% over July of 1960. Durino 
the first seven months of 1961, new paid 
business increased 51% as c smpared to 
the first seven monte of 19960. 


Equitable of Iowa Up 2% 


New paid life insurance in the Equi- 
table Life of lowa during June amounted 
to $15,421,028, representing an increase 
of 2% over the corresponding month in 
1960, and the sixth successive gain month 
in the current year. This brought the 
total for the first six months to $87,413,- 
482, a gain of 8.1% over the correspond- 
ing period in 1960. 

Life insurance in force at the end of 
June increased to a new high of $1,799,- 
710,573. 

The Griffin, Ingram, Pfaff Chicago 
agency led all company agencies through- 
out the country. 


Occidental General Agent 

Occidental Life of California has ex- 
panded its Kansas operations by appoint- 
ment of George H. Rott as general 
agent in Shawnee-Mission, a suburb of 

ansas City. Mr. Rott was born ir 
Hungary and completed medical school 
in Italy where the was employed for 
two years as a medical advisor by phar- 
maceutical firms before coming to the 
United States in 1955. 

In 1956 Mr. Rott began his insurance 
career with Metropolitan Life in Kansas 
City and in St. Joseph, Mo., serving first 
as an agent and since 1959 as assistant 
manager in St. Joseph. 


On General American Board 


Irving Edison, president, Edison Bros. 
Stores, Inc., has been elected to the 
board of directors of General American 
Life. He is also a director of the Boat- 
men’s National Bank. 

Active in many civic organizations, 
Mr. Edison is currently president of the 
World Federation of YMHA and Jew- 
ish Community ‘Centers, and a past pres- 
ident of the Jewish National Welfare 
Board. He serves as vice chairman of 
the board of the St. Louis Metropolitan 
Chamber of Commerce, a board mem- 
ber of Governmental Research Institute, 
and a member of the executive commit- 
tee and board of the St. Louis Sym- 
phony Society. 


MANAGEMENT TRAINEE 

Richard C. Spies, formerly of the Zern 
agency of Northwestern National Life 
at Chicago, has been selected to enter 
the firm’s management training program, 
it is announced by John S. Pillsbury, Jr., 
Northwestern National president. Mr. 
Spies, who joined the company in 1956, 
will work as a field supervisor under 
Viggo E. Jensen, superintendent of the 
company’s central division at Chicago. 
His primary responsibility will involve 
training and supervising new agents in 
the Central Division. He will also be 
engaged in an “on the job” training 
program in agency management. 


NATIONAL TRAVELERS GAINS 

Carl F. Woodmansee, vice president and 
director of agencies, National Travelers 
Life, Des Moines, announced a 27% gain 
in business written in 


with June, 1960. 


June compared 
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Metropolitan Lif 
| INSURANCE COMPANY 
A MUTUAL COMPANY 
Home Office—-NEW YORK—Since 1868 
1 Head Office SAN FRANCISCO—Since 1901 
. Head Office -OTTAWA—Since 1924 
Over 1000 Loca! Offices in U.S.A. and Canada 
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THE LIGHT 
THAT 
NEVER FAILS. 


How much health 
did you buy today? 


Family likes and dislikes often dictate food 
purchases. If good nutrition were the de- 
ciding factor, our meals would surely pay 
off in less fatigue, more energy and in- 
creased resistance to certain illnesses. 

How can you provide good meals for 
good health? Usually all that’s necessary 
is.to serve a wide variety of foods—meat, 
milk, vegetables, fruits, bread and cereals. 
However, three things need watching. 

1. At every meal serve a food rich in protein. 
Children need it for growth; adults for the 
body’s upkeep. The best sources are meat, 
fish, eggs, milk, cheese and ice cream. 
Pointers on protein: Less costly meats are 
as nourishing as higher priced cuts; some 
inexpensive foods—beans, peas, lentils and 
certain cereals—are also rich in protein. 

Everyone needs milk in some form for 
both protein and calcium. Three to four 
glasses daily for children and teenagers. 
Two glasses or its equivalent in other foods 
for adults. Dry skgm milk is excellent for 
soups, custards and milk drinks. 

2. Serve a green or yellow vegetable every 
day. They supply some of the most essen- 
tial vitamins and minerals. 

3. Serve a vitamin C food every day. This 
vitamin can’t be stored in the body. Your 
supply must be replenished daily. Citrus 
fruits—fresh, frozen or canned—and to- 
mato juice, or fresh or canned tomatoes 
are good sources. 

Most of us could improve our eating 
habits—especially teenagers. Many teenage 
health problems—poor teeth, blemished 
complexions, fatigue and overweight— 
might be avoided with more basic foods 
and less sweet and fatty foods. 





This advertisement is one of a continuing series 


sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in two 
colors in publications with a total circulation in 
excess of 45,000,000 including Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, 
Redbook, Reader’s Digest, National Geographic, 
U.S. News, Look. 
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Women Leaders Round Table to 
Celebrate 25th Anniversary 


Twenty-five years of service to the life 
insurance business and to a growing num- 
ber of career women life underwriters 
will be marked by the Women Leaders 
Round Table of The National Association 
of Life Underwriters in Denver, Septem 
ber 24-29. 

The WLRT “Silver Anniversary” will 
be a highlight of the 1961 NALU annual 
convention, and will begin wi-h the tra- 
ditional Sellarama on Sundav, September 
24, says WLRT Chairman Helen Millett, 
Penn Mutual, St. Paul, Minn. 

The 1961 Sellarama will vary from prior 
format, says Mrs. Millett, and will fea- 
ture presentation of basic and advanced 
selling ideas by five outstanding women 
agents. The ideas will then be analyzed 
by moderator Marion I. Gilmore, John 
Hancock, Albany, N. Y., and the panel 
of speakers to bring out the “how and 
why” of the successful agent. 


Featured Speakers 


Featured speakers on the 1961 WLRT 
Sellarama program are: 
Nell F. Burns, New England Life, Bir- 


mingham, “Career Crisis”; 

Clara Stone Fields, CLU, Protective 
Life, Mobile, “Roll Your Own Pension 
Plan”; 

Wilma L. Jenkins, Franklin Life, Alton, 

, “Can He Afford to Die?” 

_Helen E. Reisinger, Provident Mutual, 
Cincinnati, “You Can Have Your Cake 


and Eat It, Too,” and 

Helen E. Rupp, CLU, Mutual Trust 
Life, Minneapolis, “You Can’t Stop the 
Clock.” 

Other WLRT events on the 1961 
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HELEN F. MILLETT 
WLRT Chairman 


NALU 
tive committee, 8:30 p.m., 
annual meeting, 8:30 p.m, September 
24; and reception and dinner, 5:30 to 9 
p.m., September 26. Details on the din- 
ner and the name of the featured speak- 
er will be announced soon. 


convention program are: execu- 
September 23; 


The Women Leaders Round Table of 
NALU is an outgrowth of the Womens 


Quarter Million Dollar Round Table, which 


U. S. Life General Agent 
At Bay City, Michigan 

United States Life has appointed the 
F. Arnold Shaw Agency as general agent 
in Bay City, Mich., it been an- 
nounced by Clinton C. Laux, midwest 
region superintendent of agencies. 

F. Arnold Shaw began his career in 
Ife insurance in 1947 as agent for North- 
western Mutual. In 1950, he joined Paul 
Revere Life and was one of that com- 
p2ny’s top producers, concentrating on 
sales of accident & sickness insurance. 
Since 1953, he has operatel as an in- 
dependent broker. He has since achieved 
considerable recognition, rece‘'ving sev- 
eral awards for Group life product‘on 
and the Gold Award from the Interna- 
tional Association of Health Under- 
writers. He has qualified several years 
for membership in production clubs of 


has 





Con'inental Assurance and Paul Revere 
Life, 
wes founded at the 1936 NALU annual 


convention in Boston. The 37 charter mem- 
bers represented 13 companies. Corrine 
V. Loomis, CLU, agent for the Paul F. 
Clark agency of John Hancock in Bos- 
ton, was elected first chairman. 

In 1957 the WQMDRT changed its 
name to WURT. In 1961 WLRT had 
295 members representing 81 companies. 

Each applicant for “qualifying” mem- 
bership must establish the fact that she 
has paid for, and personally received 
and retained the commissions on, at least 
$250,000 of business in a given year. To 
qualify for WLRT “life membership” an 
individual must place $250,000 of business 
for either three consecutive years or four 
years out of five consecutive years. Mem- 
bership in a local life underwriter asso- 
ciation is a prerequisite for WLRT 
members. 


ACACIA MUTUAL PROMOTIONS 





Chadwell Hawkins Elected 2nd V. P.; 
Drs. Rigsbee and Hummel Ad- 
vanced; Their Careers 
Acacia Mutual has announced major 
personnel changes in the reorganization 
of their underwriting department. Chad- 
well Hawkins has been promoted to sec- 
ond vice president and will be in charge 
of all of the company’s underwriting ac- 
More than twenty-two years 
with the company, Mr. Hawkins has 
been responsible for supervision of all 
underwriting department personnel and 
has had an active role in the develop- 
ment of the department’s present meth- 

ods and practices. 

Dr. Albert Rigsbee, who joined Acacia 
in 1952, has been elected medical di 
rector. He is a graduate of the Univer 
sity of Virginia Medical School and 
served his in‘ernship at Charlotte Me- 
morial Hospita!, Charlotte, N. C. For the 
past eight years he has been assistant 
medical director. 

Dr. Merwin Hummel has been promoted 
to associate medical director. A graduate of 


tivities. 


Jefferson Medical College he juincd 
Acacia in 1946 following five years of 
service in the United States Navy in 


World War II. He has been an assistant 
medical director. 


EMBURY GETS OFFICER RANK 

Philip F. Embury was elected an officer 
of Mutual Trust Life of Chicago at its 
semi-annual board of directors meeting 
July 20. He joined Mutual Trust in April, 
1960, as director of sales, a post he re- 
tains. 

A graduate of Marquette University, 
he is a past member of the Million Dol- 
lar Round Table and has qualified sev- 
eral times for the National Quality 
Award. 





Education is for Life. 










eS 


Today.’ 








SUN LIFE ASSURANCE COMPANY 


ONE OF THE GREAT LIFE INSURANCE COMPANIES 


of Canada, 


In the belief that the question of educational standards is one 
<. of the most vital facing us today, and in the further belief that 
the process of learning extends through a lifetime, Sun Life 
- in its Values in Education series, 
“ -z leaflets ranging from ‘Why Stay in School?’ to ‘Adult Education 
For the teen-ager planning his advanced education, for 
example, there are four leaflets that could prove of interest — “The 
Value of a College Education’, 
Study the Humanities?’ and ‘Scholarships and Student Loan Program.’ 


The leaflets extend beyond the realm of formal education. ‘How to 
Get More Fun out of School’ and ‘Sports-Tips for Teen-Agers’ should 
appeal to the youngsters and broaden the scope of their activities. 
‘Fit! Fat! Fad!’ stresses the importance of physical fitness for the 
12-20 year group and suggests various exercises to help them attain 
this ideal. For young people thinking of a trade, there is ‘What About 
Trade and Industrial Schools?’ For those who wish to make the most 
of their retirement years, ‘Educating Yourself for Retirement’ and 
‘New Horizons for Leisure Time’ should prove helpful. 


These leafiets are offered free of charge and without obligation. Since 
this Values in Education series was first instituted by Sun Life late 
in 1959, two million leaflets have been sent out on request to all parts 
of the United States and Canada. For a complete set of leafiets, 
write Sun Life of Canada, Values in Education, 
One North LaSalle Street, Chicago 2, Ill. 


‘So You’re Going to College’, 


is offering 


‘Why 
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Col. Shope President of 
Radio Free Europe Fund 


















































































COL, LESLIE ‘R. SHure 


Leslie R. Shope, formerly advertising 
and press relations manager of Equitable 
Life Assurance Society, has been elected 
president of Radio Free Europe Fund. 
Chairman of RFE is W. B. Murphy, pres- 
ident of Campbell Soup Co. Radio Free 
Europe, now in its 12th year of broad- 
‘asting to Communistic dominated East 
Europe, started on the air when there 
vere only 4,200,000 registered radio sets 
-apable of receiving western broadcasts 
in the five countries in which RFE 
broadcasts. At the end of 1960 there were 
11,800,000. The nations are Hungary, 
Poland, Bulgaria, Czechoslovakia and 
Romania. A vast number of people in 
these captive Communist countries listen 
to Western broadcasts, according to 
refugees and travelers, 

In World War I Col. Shope was a pilot 

od flight commander. During World 
War II he was with the air force in the 
South Pacific. His present status is 
Colonel. USAFR, Ret. 

_For 26 years he was with Equitable 
Society and was director of sales promo- 
‘on from 1932 to 1942. Returning from 
World War II he became advertising 
and press relations manager. He super- 
v sed Equitable radio program, “This is 
your FBI” and help establish the Better 
Citizens Bureau, a public service organ- 
ization sponsored by the Equitable, In 
nubl’c affairs he was coordinator of the 
National Non-Partisan Register and Vote 
campaign sponsored by American Herit- 
age Foundation. He left the Equitable 
last year. 


General American Life’s 


Paid Life Volume Up 16.3% 
Paid life volume was up 16.3% in first 
seven months of the year over the same 
period last year, it was reported by 
General American Life. Written business 
through July rated 16.7% ahead of the 
corresponding period of 1960. 

Health insurance sales—spurred on by 
introduction early this year of a guar- 
anteed renewable hospital plan—were 
more than double what they were a year 
ago, as of the end of July. General 
American’s increase in health insurance 
business amounted to 111.6%. 





Zimmerman Anniversary 
Charles J. Zimmerman, president of 
Connecticut Mutual Life, recently ob- 
served his 25th anniversary with the 
company. All the company’s life insur- 
ance written on his anniversary day, 


nearly $16 million, was designated a trib- 

tie to him, The company’s 89 agencies 

joined in the sale with agents turning in 

1.019 cases, almost one for every agent 
the field. ‘ 





On Board of Directors 

Three officers of Standard Life of In- 
diana have been elected to the board of 
directors, according to an announcement 
by Harry V. Wade, chairman and presi- 
dent. The new directors include: James 
F. Bash, secretary; H, L. Ligon, treas- 
urer; and William H. O’Brien, advertis- 
ing and public relations vice president. 

Another new director elected at the 
same meeting is Noble L. Biddinger, 
executive vice president, City Securities 
Corp., an investment banking firm in 
Indianapolis. 





The 1 








J. D. Hicks to Retire 


Fidelity Mutual announced 
the retirement, effective September 1, of 
John D. Hicks, treasurer. 

A native of Altoona, Mr. Hicks was 


Life has 


educated in Philadelphia and joined Fi- 
delity Mutual in 1922. He was appointed 
assistant comptroller in 1946 and treas- 
urer in 1951. Active in financial circles, 
Mr. Hicks was vice president of the In- 
surance Accounting and Statistical Asso- 
ciation for several terms, and has been 
active in the New York Insurance Ac- 
countants’ Club. 


rthwestern Mutual 


point of view in advertising: 


ers 


Western Life Ass’t Actuary 
Frank W. Lackie, St. Paul, has been 
named 


for Western 


Paul 


assistant actuary 


Life, one of The St. Insurance 
Companies. 

Mr. Lackie, an associate of the Society 
of Actuaries, was formerly actuary for 
Group Health Mutual, St. Paul, and a 
member of the actuarial department of 
Northwestern National, Minneapolis. He 
was born in Two Harbors, Minn., and is a 
graduate of the University of Minnesota. 
He is a member of the Twin Cities’ 


Actuarial Club. 


t select... then sell 


To effectively reach the people it wants to reach (the highly selective busines, fitid pro- 
fessional readers of TIME and NEWSWEEK), Northwestern Mutual uses “equally se- 


lective sales appeals. 


A case in point is the message of Mr. Albert G. Handschumacher, President of Lear, 
Inc., who targets his advice to those men seeking higher goals. 
His statement, as shown below, is one of a continuing series that fits and furthers this 
proven advertising philosophy of Northwestern Mutual. 
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Alan McNair’s New Post 


Continental Assurance has appointed 
Alan McNair to regional manager for 
retirement and special plans, to head up 
a new program for expansion in a five 
state area, 

Working from R & SP’s Kansas City 
field office and to be assisted by Ronald 
Landry, who is now being trained in 
Continental’s home office, Mr. McNair’s 
new responsibilities have been augmented 
due to the fact that Continental’s pension 
programs have undergone a complete re- 


vision, and will be available in late 
August. 
TULSA GENERAL AGENT 
Bankers Life of Nebraska has an- 
nounced the appointment of James L. 


Glendening as general agent in Tulsa. 
One of Oklahoma’s leading producers, 
Mr. Glendening has had a successful 
background of personal production both 
with Bankers Life and The Prudential. 
He received his education at the Uni- 
versity of Illinois and University of 
Tulsa. In 1949, he completed a three- 
year tour of duty with the Air Force. 





O'TOOLE ASSOCIATES 


Incorporated 
M. tc ltants to 
Insurance Companies 
Established 1945 
220-02 Hempstecd Avenue 
QUEENS VILLAGE 29, NEW YORK 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Named Training Consultant 
as ela 





Jack Landers 


JOHN TRUESDELL 


The United States Life has appointed 


John P. Truesdell, CLU, training con- 


sultant. He will assist James T. Ritchie, 
Jr., CLU, director of training, in con- 
ducting the company’s many _ educa- 


tion courses and seminars held periodi- 
for producers, brokers supervisors 
and general agents. 

Mr. Truesdell first entered insurance 
in 1947 as an agent for Liberty Mutual. 
For ten years beginning in 1949, he was 
an independent broker, handling the 
sales and service of all lines of insurance. 
Most recently he was manager of the 
Brooklyn sales office of Hartford Life. 

A graduate of Princeton University, 
Mr. Truesdell also attended Harvard 
Law School. During World War II, he 
served on destroyers in the North At- 
lantic, Mediterranean and _ Pacific 
Theatres and was decorated by Admiral 
Halsey. 


cally 





SUPPORT WITH 
A FIELD 
VIEWPOINT 


the-scenes cooperation . . 


beneficiaries or settling claims . . 


men in the field. 


within 24 hours . . 





HOME OFFICE 


Knowing that success in the field is so greatly influenced by behind- 
. Fidelity Mutual emphasizes to Home Office 
personnel the overwhelming importance of field viewpoint. 


Whether it is processing applications, handling policy loans, changing 
. nothing can substitute for personal 
interest and prompt assistance as needed and when needed by our 


The fact is that 96 per cent of Fidelity Mutual’s claims are settled 
. one of the many ways Fidelity Mutual helps its 
agents do an outstanding job in life underwriting. 





the FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE ¢ PHILADELPHIA 







insurance 
Company 








NAMED BY SENTRY LIFE 


Andy Popa, Jr., D. K. Kauf, P. J. Clif- 


ford Advanced in Marketing Opera- 
tions by Hardware Mutual Affiliate 


Sentry Life, affiliate of Hardware Mu- 
tuals, Stevens Point, Wis., announces 
new heads of its marketing organization: 
Andy Popa, Jr., personal marketing man- 
ager; D. K. Kauf, Group 
P. J. Clifford, operations man- 


marketing 
manager; 
ager. 

Mr. Popa, who has been individual life 
sales manager, was with The Prudential 
in sales management for nearly eight 
Mr. Kauf was with Bankers Life 
Group 


years. 
Co. in underwriting, marketing 
Mr. Clif- 
Hardware Mutual 
14 years with a large variety of assign- 
ments both in home office and in central 
district office in Minneapolis. 


and technical sales capacities. 


ford has been with 


Hartford Life Elects 
Three New Officers 


Garrison Lowe, Jr. was elected an as- 
sistant secretary, Hartford Life; Ivan G. 
Eagleson was elected assistant manager 
of the mortgage loan department, 
William J. Cahill, assistant counsel. 

Mr. Lowe joined The Hartford Insur- 
ance Group in’1948 at the home office. He 
has been serving as administrative con- 
sultant in the Group department. Mr. 
Eagleson, a native of Groton, Mass., has 
been associated with Hartford Life since 
February, 1960 as a mortgage loan an- 
alyst. Mr, Cahill was admitted to the 
Massachusetts Bar in 1957 when he 
joined. Hartford Life’s legal staff as an 
attorney. 


and 


Thomas Agencies Supervisor 


For State Life of Ind. 


Edward E. Thomas has been appointed 
supervisor of agencies for State Life of 
Indianapolis, has been announced by 
Wayne W. Garnett, president. 

Mr. Thomas goes to State Life from 
Union Central Life’s agency at Philadel- 
phia, where he was assistant agency man- 
ager. Prior to that he served for five 
years as assistant manager of training 
for the American United Life. Previous- 
ly, he had seven years experience with 
the Manufacturers Life and New Eng- 
land Life. 


Ruffini and Rich Join 


Continental Assurance 


_ Edward D. Landers, general agent 
for Continental Assurance, Cleveland, 
announced the appointment of Ernst 


Ruffini as brokerage manager of the 
Cleveland office. John D. Rich, Jr. was 
named brokerage consultant. 

Mr. Ruffini, former president of For- 
eign Cars of Rocky River, was for 
several years assistant manager of the 
Connecticut General brokerage agency. 

Mr. Rich goes to Continental after 13 


years’ experience with Mutual of New 
York, in both Cleveland and Bridge- 
port. 


J. B. BLANDFORD DIES IN FLA. 

Joseph B. Blandford, for many years 
associated with Washington National, 
died in Clearwater, Fla., where he lived 
since his retirement three years ago. 

Mr. Blandford began his insurance 
career with Metropolitan Life in 1914, 
then joined Fidelity Life & Accident in 
1923 which later through merger, became 
the Washington National. At the time of 
his retirement he was vice president in 
charge of district field management. He 
is survived by his wife, Zelda. 


New VA Ins. Dept. Head 


Philip J. Budd, 42, who has been with 
the Veterans Administration since he 
was 21, has been named chief insurance 
director by John S. Gleason Jr., ad- 
ministrator of Veterans Affairs. The de- 
partment Mr. Budd will head provides 
more than $41 billion of live insurance 
to 5,525,000 war veteran policyholders 
and ranks in size as the third largest 
life insurance operation in the country. 


Nominate NALU Officers 


The nominating committee of National 
Association of Life Underwriters, Wil- 
liam H. Pryor, Connecticut Mutual, 
chairman, has recommended R. L. Mc- 
Millon, manager, Business Men’s As- 
surance, Abilene, Tex., for president; 
David M. Blumberg, general agent, Mas- 
sachusetts Mutual, Knoxville, for vice 
president; F. G. McNamara, general 
agent, Old Line Life. Waukesha, Wis., 
for secretary; and Louis J. Grayson, 
CLU, agent, The Travelers, Washington, 
D. C., for treasurer. 


Hancock Promotes Goethel 
To Associate Counszl 


John D. Goetnel has been promoted 
to associate counsel, John Hancock Mu- 
tual Life. He joined the company in 


1956 as an attorney; was promoted to 
assistant counsel in 1957, and has been 
engaged principally in the field of insur- 
ance litigation. 

A graduate of Boston University and 
Boston University Law School, Mr. 
Goethel had six years of legal practice 
before joining John Hancock. An Air 
Force veteran of World War II, he is 
a member of the Greater Boston ‘Cham- 
ber of Commerce, the Boston Bar As- 
sociation and chairman of the Finance 
Committee of the Town of Needham. 


Drop Merger Plan of 2 Cos. 


According to press dispatches from 
Jacksonville, Fla., Gulf Life Insurance 
Co. of that city has dropped plans for a 
merger with Life & Casualty Co. of 
Nashville. Murchison Brothers of Dallas 
own a large interest in both companies. 


Pty wires MUTUAL DIRECTOR 

San Francisco business executive Wil- 
liam P. Fuller, III, has been elected to 
the board of directors of Pacific Mutual 
Life. The new director replaces B. R. 
Funsten, president of San Francisco’s 
B. R. Funsten & Co., who has retired. 

Mr. Fuller is vice president and a 
director of W. P. Fuller and Co., manu- 
facturers. 


G. EDWIN SMITH DEAD 

G. Edwin Smith of Columbus, a direc- 
tor of Midland Mutuz ‘ Life since 1920, 
is dead at the age of % 

A native of Lynn, Bi: Mr. Smith 
went to Columbus in 1890 and founded 
a shoe company which bore his name. He 
headed this firm until 1942 and later 
served as president of Columbus Metal 
Products. For 36 years, he was president 
of the Central YMCA in Columbus. 


OCCIDENTAL ASS’T MANAGER 

Occidental Life of California has named 
Stanley T. Rogers as assistant manager 
of the Sprinekeld, Mass., branch office 
which the firm established less than a 
year ago. Robert Duncan, who estab- 
lished the branch, continues as branch 
manager. 


WESTERN PACIFIC EXPANDS 
_ The licensing of Western Pacific Life 
in Washington and Idaho has been an- 
nounced by Don Burnam, president. Also 
announced was the merger of Equity 
National Life into Western Pacific to 
operate as a companion company with 
Western Pacific Ins. Co., parent firm. 
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(ACTUAL SIZE 8% x 11%, 248 PAGES. HARD COVER) 


New cases, new material, fuller text added to remarkable 
1957 handbook on the tax consequences of life insurance! 
For anyone who is concerned with the counseling, planning, or selling 
of life insurance... for those who have wanted a complete reference 
as to the impact of taxes on life insurance...this book is a ‘“‘must.”” 

The Journal of Taxation called the ’57 edition ‘‘a remarkable job 
of making understandable the tax consequences of life insurance.’’ 

The new revised edition is even more useful, more comprehensive. 
It explores new and old aspects in greater depth and detail than ever. 
One reviewer has observed that the only questions left unanswered in 
this new text are extremely special ones, unlikely ever to be faced in 
most circumstances. 

This valuable book is now being made available, in response to 
many requests, to our friends in the industry — students and teachers, 
CLU candidates, attorneys, trust officers, estate planners. 

The book has 5 parts and 12 chapters—including 21 illustrative 
forms. A 10-page Index pinpoints each of the numerous subjects 
covered and makes for quick reference. 

The author is William J. Bowe, Professor of Law at the University 
of Colorado and Tax Counsel for State Farm Life. Professor Bowe 
is a widely known author and lecturer on taxes and estate planning, 
and has conducted estate planning courses at several universities. 
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: ORDER YOUR COPY NOW 


e BLOOMINGTON, ILLINOIS 
e Please send me______copies of “ADVANCED LIFE UNDER: 
WRITING AND TAX PLANNING.” Enclosed is two dollars (check 
° or money order) for each copy. 
NAME 


° ADDRESS. 





Get your copy now. The book is not for sale in bookstores. Use 
the order blank below, and enclose two dollars. You'll receive your 
book in an early mail. 


LAW DEPARTMENT 
STATE FARM LIFE INSURANCE COMPANY 








CITY ZONE 


STATE FARM 


STATE 













INSURANCE 
* 


STATE FARM LIFE INSURANCE COMPANY 


Home Office: Bloomington, Illinois 
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Named Advertising Asst. 
Jerome Prevette has been appointed 


advertising assistant for Beneficial 
Life 


Mr 


director for 


Standard 


In 1959, Prevette was appointed 


advertising Fidelity Inter- 


state Life, Philadephia 


Beneficial Standard 


subsidiary ot! 
He has been active 
in insurance advertising for several years 
and was associated with firms in Phila- 


Yo ork 


deiphia, Chicago and New 





CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—13'/2% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 955 vested. Other 








Term policies—30% & 955 vested. 





Made Assistant Actuary 
For Pan-American Life 


John K, Roberts, Jr. has been named 
assistant actuary of Pan-American Life 
of New Orleans. A native of Omaha, Mr. 


Roberts joined Pan-American Life in 
1959 following graduation from State 


University of Iowa. 

Mr. Roberts is a member of 
Theta Pi Fraternity and a 
the Society of Actuaries. 


Beta 
fellow in 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 














Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 





Telephone HAnover 2-5840 

















>) LIFE 
GROUP 
> HEALTH 


NORTH AMERICAN 





REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 


230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 








State Mutual’s New Type Policy 


\ new type of life insurance policy, 
designed especially to help people con- 
tnue their full life insurance protection 
alter retirement, was introduced by State 
Mutual Life Assurance of America. 

Many people who retire find that their 
income after retirement is cut to a level 
which may force them to discontinue 
their life insurance premium payments. 
When this happens, they usually either 
cash in their policies, thus losing their 
life insurance coverage, or use their 
values to provide a smaller amount of 
paid-up insurance. 

The new State Mutual plan, called the 
Executive Protector Whole Life, will 
help policyholders after they retire to 
maintain the full amount of insurance in 
force on their lives by the payments of 
a substantially smaller premium in keep- 
ing with their reduced income. 

Premiums are payable during the in- 
sured’s lifetime, being level until the pol- 
icy anniversary nearest the insured’s 
65th birthday (or the 10th policy an- 
niversary, if later), They then reduce 
automatically to a level premium of ‘ap- 
proximately one- hird the size of the 
original premium. Thus the cost of main- 
taining the policy in full force after re- 


Male Gross Annual Premium Payable: 
Issue Age To Age 65 At & After Age 65 

30 $22.27 $ 7.97 

4) 3246 10.51 

50 53.53 15.78 


tirement stays in step with the policy- 
holder’s ability to pay for it. 

The table below illustrates, on a 
$1,000 face ‘amount basis, the gross an- 
nual premiums for the Executive Protec- 
tor policy for male issue ages 30, 40 and 
50. Also shown are the dividends at 
certain duration according to the current 
dividend scale which may be changed 
at any time. 

For an Executive Protector policy- 
holder who purchases his policy at issue 
age 45 or under, according to the cur- 
rent dividend scale, the “step-down” pre- 
miums at and after age 65 (or the 10th 
policy anniversary, if later) would be 
paid entirely by dividends if he elected 
to use dividends to reduce his premium 
payments. 

State Mutual’s Executive Protector is 
available to men, ages nearest birthday 
16-65, inclusive and to women, ages 
nearest birthday 19-65, inclusive. The 
minimum amount of insurance which 
may be issued in one policy is $25,000. 

The policy has also been designed for 
“key man” insurance in most business 
situations. It is especially adaptable to 
“split dollar” sales. 


Dividend (Not Guar- Dividend 
anteed) At End of: (Not Guaranteed) 
Ist Yr. 10th Yr. At Age 65 

$ .55 $4.54 $11.89 

1.47 5.83 12.43 

3.89 7.81 13.51 





Three Group Appointments 
Made by Bankers Life Co. 


Three new Group sales appointments 
have been announced by Bankers Life 
Co. Bob W. Click has been promoted 
to Oklahoma Group manager; William 
D. Kilgore, to assistant regional Group 
manager in Dallas, and William L. Gill, 
was named Group. representative in 
Houston. He previously served as Group 
representative in the Dallas Group office. 

Mr. Click joined the company in 1959 
as Group representative in Dallas, after 
more than two years Group insurance 
sales work. 

Mr. Kilgore joined the company as a 
Group representative in June, 1960, in 
the Dallas office, coming to Bankers 
Life with nearly three years experience 
‘n Group insurance. 

Mr. Gill will be associated with S. T. 
Whatley, Jr., regional Group manager 
in Houston. Before coming to Bankers 
Life, he was associated in Group insur- 
ance sales work with another major life 
‘nsurance company in Houston, 


General American Makes 
Two Group Appointments 


General American Life has appointed 
new Group representatives in Chicago 
and Dallas. Willard H. Johnson has 
joined the company’s Chicago district 
Group office in association with District 
Group Manager Thomas H. Stewart. 
Mark C. Hammett will work in Dallas 
with District Group Manager Wallace L. 
Wingfield. 

Mr. Johnson has been in Group in- 
surance since 1954, first as a representa- 
tive for Minnesota Mutual and most re- 
cently as regional Group manager in 
Chicago for American United Life, 

Mr. Hammett entered Group insurance 
in 1956 and has been associated with 
Provident Life and Accident, Life and 
Casualty of Tennessee, and Mutual 
Benefit Life. He received his B.S. de- 
gree in business from Indiana University. 


Occidental Life Advances 
Shoulders and Minch 


Richard D. 


vanced to 


Shoulders has been ad- 


the newly created position 
f director of advertising for Occidental 
Life of California, according to H. Dixon 
Trueblood, vice president in charge of 
puble relations and advertising, who told 
of the promotion of Paul D. Minch Jr. 
to senior advertising supervisor. 

Mr. 
said, are in recognition of the growing 
and importance of Mr. 
Shoulders’ work in directing all phases 
of Occidental’s national advertising pro- 
gram and Mr, Minch’s work in handling 
trade advertising and brokerage mail- 
ings. 

Mr. Shoulders joined Occidental as 
advertising assistant in the firm’s home 
office in Los Angeles in 1958 and has 
served as assistant director of advertis- 
ing the past year. He is a member of 
Life Insurance Advertisers Association. 

Mr. Minch joined the company in 
April, 1960 as advertising copywriter. 
He previously had served as editor with 
a Kentucky daily newspaper and an In- 
diana news publishing firm. 


These advancements, Trueblood 


responsibility 


Bankers Life Figures 

New Ordinary business at Bankers Life 
of Lowa, for July amounted to $27,730,181, 
which combined with new Group busi- 
ness for the month of $22,994,746, totaled 
to $50,724,927, for the month. This rep- 
resented an increase of more than 39% 
over the same month last year. 

For the first seven months of the 
year, new production amounted to $254,- 
729,995, with Ordinary insurance total- 
ing $168,416,381, and Group insurance, 
$86,313,614. 

Total life insurance in force reached 
a new high of $3,844,381,073, at the end 
of the month, Of this amount Ordinary 
insurance totaled $2,134,487,302, and 
Group insurance, $1,709,893,771. 
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me LINCOIN 


3 ways Lincoln Life’s simplified 


1. Save time 






Group Insurance can help your firm... 


2. Increase efficiency 
3. Improve employee understanding 


1. Hours of valuable time are 
saved by a wonderfully fast, simple 
case-handling system developed by 
Lincoln Life. There’s no poking 
through a catalog of instructions, 
searching for the form described, 
then matching the right form to the 
proper rules. Instead, Lincoln Life 
provides a neat, file-size case tabbed 
for all routine and unusual situations. 
Behind each tab are simple, easy- 
to-identify forms with instructions 
printed right on them. This turns a 
chore into an easy process, speeds 
case-handling greatly. 


2. Efficiency is stepped up by Lin- 
coln Life’s unusual billing procedure 
that does away with complicated 
monthly reports. Instead of showing 
all employee names and classification 
numbers, with volumes and units of 
insurance for each, the administra- 
tor merely lists the employees added 
or terminated each month. He can 


even include last-day changes. This 
system gives him a correct picture 
of the people covered and the costs 
involved at any time. 


3. Employee understanding is im- 
proved by new streamlined pam- 
phlets and forms developed by 
Lincoln Life. For example, the entire 
group insurance proposal has been 
condensed into a single sheet that is 
easy to read and grasp. The an- 
nouncement pamphlet and employee 
certificate are combined in one 
simple, dual-purpose piece, avail- 
able in all states except Massachu- 
setts. These developments promote 
improved employee relations by 
helping employees understand their 
coverage. 


Find out how these Lincoln Life 
ideas (and others) can help your 
firm. Telephone or write your nearby 
Lincoln Life agent for details. 


In adopting the name of Abraham Lincoln, this company assumed the responsibility of 
measuring up to that great name—in character, integrity and thoughtful human service. 


NATIONAL 


Its name indicates its character 
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MONY Offering New 
Exec. Accident Plan 


WITH UP TO $100,000 COVERAGE 


Executive Travel Accident Policy Written 
In Four Basic Accidental Death 
Benefits from $10,000 to $25,000 


Mutual Of New York has begun offer- 
policy 





ing a new accident especially 
designed for businessmen who do a lot 
of traveling. It can provide up to $100,- 
000 coverage for passenger travel in a 
common carrier—whether it be an air- 
plane, railroad train, bus or even a taxi. 

The plan, called the Executive Travel 
Accident Policy, is written in four basic 
accidental death benefit amounts rang- 
ing from $10,000 to $25,000. 

Quadruple death benefit coverage is 
provided for common-carrier accidents, 
double for private automobile travel as 
a driver or passenger, and the face 
amount for non-travel accidents. 

Some one other than the insured— 
the wife of a businessman, for example 
—may purchase the policy and be de- 
signated the beneficiary and owner. This 
would keep the proceeds of the policy 
out of the insured’s gross estate where 
Federal estate taxes would be applied. 

The policy will not be sold in Canada 
and triple rather than quadruple bene- 
fits for common-carrier accidents will be 
paid to Californinans to comply with laws 
in their state 

Full benefits—including double and 
quadruple indemnity—are provided for 
the accidental loss of two or more limbs 
or both eyes, as well as for accidental 
death. The plan was announced last 
May and had been before the insurance 


commissioners of the various states since’ 


then. 


‘FAST-TALKING’ AGENTS HIT 


Colorado Commissioner Cracks Down on 
Agents Fraudulently Inducing Clients 
To Drop Existing Coverage 
A resolution aimed at cracking down 
on unscrupulous insurance agents who 
fraudulently induce clients to give up 
existing coverage was put into effect in 
Colorado by State Insurance Commis- 

sioner Sam N. Beery. 

Under the regulation, agents selling 
life, accident or health insurance must 
present in writing to prospective cus- 
tomers any proposal involving surrender 
or change of existing policies. 

Deputy State Insurance Commissioner 
Robert L. Brown said the new rule came 
about as a result of many complaints 
from the public about agents who have 
misrepresented the advantages of sur- 
rendering present insurance and buying 
new policies. The Commissioner's order 
said “this method of sales practice may 
not be in the best interests of the insur- 
ance buying public.” 

Mr. Brown added that some agents, 
described as fast-talking salesmen, have 
induced policyholders to cancel their in- 
surance with the purpose of replacing 
these policies with contracts for other 
types of insurance. 

Under the regulation, two copies of 
an agent’s proposal to replace ex sting 
coverage must be made, with one to be 
left with the prospective insurance pur- 
chaser and the other filed with the 
agent’s office or broker. Copies of the 
proposal must be retained by brokers 
for at least two years and are su'ject to 
examination at any time by the State 
Insurance Department. 

Mr. Brown said agents who violate the 
order face revocation of their licenses 
to sell or other action by the state. 

This was the first time that the State 
Insurance Commiss‘oner taken ac- 
tion of this k:nd. The regulation does 


has 


Nationwide Ins. Finds Drugs Fastest 
Growing Item In U.S. Med Care Costs 


Drugs are the fastest-growing item in 
the nation’s cost of medical care, ac- 
cording to a study published by the 
research department of Nationwide In- 
surance. 

In the period 1953-58, the report states, 
total drug costs to the nation’s con- 
sumers jumped 120%, from $1.25 billion 
to $3.3 billion. did not include 
drugs administered in hospitals or by 
physicians. 

The information appears in a 60-page 
survey entitled “The Consumer’s Stake 
in Drugs.” O-her data in the report: 

In the same five-year period (1953- 
58), the average cost of prescription 
drugs rose 914%, wh le drug use shot 
up nearly 74%. 

In 1959 the average American fam- 
ily spent $3250 for prescription 

drugs, and hed to use these drugs 
11 times in the 12-month period. 

Although over 6000 companies are 
engaged in one o: all of the phases 
of the development and manufacture 
f drugs in the U. S., fewer than 
30 control 90% of the market—and 
9 control 60%. 

Despite large outlays by drug com- 
panies for research, of the 3,583 new 
products introduced in the last dec- 
ade, 88% were merely combinations 
f known substances or duplications 
of single products. And 44% of the 
new compounds came from Europe. 

Because physicians are the target 
of drug advertising, it’s estimated 
that the industry spends about $6,900 
per doctor per year to promote its 
products 

Since 1952 the net annual profits 
oi drug companies have risen from 
134 to 21%. Average net profit of 


This 





not apply to persons selling casualty or 
any type of insurance other than life and 
health and accident, he added. 

The order also requires that every in- 
surance firm selling this type of insur- 
ance in Colorado inform their agents in 
writing of the regulation’s requirements. 
























A GOOD COMBINATION 
IS HARD TO BEAT 


Take National Casualty’s modern portfolio of 
policies and sales aids. That’s a hard-to-beat 
combination for effective selling. National’s 
modern sales philosophy goes hand in hand 
with its quality Disability Income, Hospital 
and Surgical coverages for the Individual, 
Family, Franchise or True Group case. 


Guaranteed Renewable Policies Available! 


Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 





other manufacturers has remained 
at 11%. 
The Federal government’s Food 


and Drug Administration does not, 
except for vaccines, check the ef- 
fectiveness of new drugs. It tests 


them only to assure they’re not 
hazardous. 
The Federal Trade Commission, 


which checks most other industries 
for their advertising integrity, has 
no authority to scrutinize the ad- 
vertising claims of drug makers. 
Evidence indicates that some of 
the prepaid Group health programs 


have managed to cut prescription 
drug costs as much as_ two-thirds. 


A Nationwide spokesman said prepaid 
Group health associations are composed 
of ordinary citizens who band together 
to obtain adequate medical care at a 
reasonable cost. One of the larger ones, 
the Puget Sound Group Health Cooper- 
ative in Washington, has 68,000 mem 
hers, its own hospitals, clinics, doctors, 
pharmacists, etc. 


Old Equity Field Force 


Honors Company President 

Orrin M. Neiburger, president of Old 
Equity Life, Evanston, Ill., has been 
given a surprise anniversary-birthday 
present by the field representatives of 
his company. During the month of June, 
they broke all previous sales records as 
a salute to his birthday and tenth an- 
niversary as president. 

The idea of an Old Equity “president's 
month” came from superintendent of 
agencies, David M. Siegel. By the end of 
Tune, all records were broken, and Mr. 
Siegel, representing the field force pre- 
sented Mr. Neiburger with the figures 
which showed that June was Old Equity’s 
greatest sales month to date. 


Western Life 15% Ahead 


At the halfway point of 1961, Western 
Life, one of The St. Paul Insurance 
Companies, reported that its new pre- 
miums were 15% ahead of last year— 
an increase of $180,841. 

The volume of new life insurance paid 
for during the first six months was also 
higher than 1960. June’s production total 
of $9.7 million brought the half-year total 
to $63.5 million; up 8%. 

Health insurance sales for the life 
insurance affiliate of St. Paul Fire and 
Marine were also higher during this 
period, with an $8,480, increase in new 
premiums. 

As of June 30, the Group insurance 
department of Western Life had a total 
of $106 million of Group life insurance 
in force. 


Promote W. M. Buchanan, Jr. 


William C. Safford, president, West- 
ern and Southern Life, announced the 
promotion of William M. Buchanan, Jr. 
to associate Group actuary. 

Mr. Buchanan, a native of Des Moines, 


joined the company in 1957 following 
graduation from Drake University in 
Des Moines. He worked initially on 


weekly premium actuarial projects and 
later worked on the application of elec- 
tronic data processing equipment to ac- 
tuarial work. Since November, 1959, he 
has been manager of the Group division 
of the actuarial department, coordinating 
actuarial aspects of credit insurance, the 
company’s Group insurance plan and 
regular Group insurance. 

Mr. Buchanan is a Fellow of the 
Society of Actuaries. 


MARKS 30TH ANNIVERSARY 
LeRoy B. Breneman, general agent 
with Midland Mutual Life in Lancaster, 
Pa., recently observed his 30th anniver- 
sary of field service with the organiza- 
tion. 
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By Stuyvesant Insurance Co. 





Conventioneers’ Policy Now Offered 


Stuyvesant Insurance Co. of Allentown, 
Pa. is currently offering to bona fide 
trade and professional organizations, as 
well as employers, a unique Convention- 
eers’ Term Accident Policy which pro- 
vides complete accident coverage for in- 
lividual conventioneers and their fam- 
lies. 

According to Maurice G. Olson, presi- 
lent of the 11l-year-old company, the 
plan was made available June 1, 1961, 
ind has already met enthusiastic ac- 
eptance. Two major conventions utilized 
he plan within a month after its intro- 
luction by Stuyvesant. 

When coverage is sought for a par- 
ticular convention, a master policy is 
issued to the sponsoring organization. 
\pplications for individuals planning to 
attend are then mailed to the prospective 
delegates either together wih _ the 
customary registration forms for the 
‘onvention or directly from the insur- 
ance agent’s office. 

Premiums are returned either to the 
convention headquarters, along with the 
registration fee, or remitted directly to 
the insurance agent, depending on the 
mode selected. Mr. Olson points out that 
since the entire plan is designed. for 
simplicity of han lling, only a minimum 
of administration on the part of con- 
vention headquarters is required. 

24-Hour-A-Day Accident Coverage 

The policy provides 24-hour-a-day ac- 
cident coverage for the conventioneer, 
his spouse and children 15 years of age 
and over who will accompany him on 





U. S. LIFE APPOINTS WALKER 
New Assistant Superintendent of Agen- 
cies, A.&H. Began Career With Mon- 

arch Life’s R. K. Lindop Agency 

United States Life has appointed John 
M. Walker assistant superintendent of 
agencies, accident and health. In mak- 
ing the announcement, Gordon E. Crosby, 
Jr., vice president and director of agen- 
cies, said that Mr. Walker will be asso- 
ciated with E mory G. Bullis, superintend- 
ent of agencies, A. & H.. working in 
close cooperation with the company’s 
region: il superintendents of agencies to 
further expand and stimulate A. & H. 
sales among United States Life General 
agencies, 

Mr. Walker began his career in per- 
sonal insurance six years ago with Mon- 
arch Life in their R, K. Lindop Agency. 
Specializing in the sale of disability and 
life insurance, he ranked 26th in all- 
around excellence of performance in the 
company after one full year in the field. 
In 1959 and 1960, he was among the top 
ten agents in lowest second quarter 
lapse ratio to insurance in force. He has 
been a member of Monarch’s President’s 
Club every year. 

A graduate of Colgate University, Mr. 
Walker served in the U. S. Navy during 
World War II. Since entering the insur- 
ance business, he has completed R. & R. 
courses I and II, as well as company 
courses in basic life and business insur- 
ance 


American United Record 


An all-time record of nearly $11.4 mil- 
lion of direct Ordinary and health in- 
surance sales was achieved during Amer- 
ican United Life’s annual nationwide 
President’s Month campaign. Group and 
reinsurance added 30.6 million to sales. 

R. Neal Sinclair, Jr. CLU agent in 
the central Indiana agency at Indian- 
apolis, was the leader with $283,912 in 
direct sales during President’s Month. 

A total of 25 men each paid for over 
$100,000 of business during the campaign. 


visiting while on the trip. vides for payment of $25,000 in the event 
_ Mr. Olson also explained that the pol- of accidental death or dismemberment 
icy offers “portal-to-portal” coverage. and a $1,000 blanket medical reimburse- 


That means, of course, that air, rail or ment, for which the premium is 50 cents 


the trip. Although the basic policy pro- 


automobile travel is included if it occurs per day per person with a minimum pre- 

within the dates specified. A maximum mium of $2.50. 

of 15 days has been established for the When Stuyvesant announced its entry 

Conventioneers’ Term Accident Policy. into the accident and health field in 
Two different programs are available March of this year, Mr. Olson stated 

under the plan. The first provides for that the company would inaugurate a 


vides coverage during the period of the payment of $50,000 in the event of acci- new concept for both. individual and 
convention, an additional two days be- dental death or dismemberment and a Group forms. The Conventioneers’ Term 
fore and two days after the convention $1,500 blanket medical reimbursement, for Accident Policy is one of the “modern, 
may be included if the conventioneer which the premium is one dollar per day up-to-date policies and programs cover- 
applies for this additional ‘coverage to per person with a minimum premium of ing unusual risks” which he promised 
include extra time for sightseeing or five dollars. The alternate program pro- would be developed by his company. 


A FACT WELL KNOWN TO MOST GENERAL AGENTS 


You Can 
Stay Small 
or Grow Tall 


* If you’re aiming for sound, profitable agency 
growth, we want to talk to you. 


We want to show you how all the desirable 
results you’re seeking can be yours represent- 
ing a prospering company in the Combined 
Group. And that’s no empty promise. We’re 
talking about considerably more agency 
income, an expanded, fully trained and 
productive sales force, more community 
stature and recognition for your agency and 


Combined Insurance Company of America, Chicago 

Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 





its’ principals. Isn’t that what you want? 


We have the best Accident and Health 
merchandise, because A&H is our business 
—our only business. And we have the proven 
formula to sell it in profitable volume. Find 
out how tall we can help you grow—by 
dropping a line today, on your letterhead to: 
Disability Division, Combined Insurance 
Company of America, 5050 Broadway, 
Chicago 40, Illinois. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
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AMERICO’S EARNINGS SOAR 


Aviation Insurer Reports Best Six-month 
Earnings in its 12-year History; Net 
Income was $81,420 
Mercury 
of Washington, D. C., in- 
planes and pilots, has 


American Insurance Co. 
(AMERICO) 
surers of private 
reported the best earnings in its 12-year 
history for the six-month period end- 
ing June 30 


AMERICO President John F. Idler 
reported that net income for the first 
half of 1961 totaled $81,420 or 20 cents 
a share. This represented an 81% gain 
wer the $45,520 net income, or 11 cents 
a share, for the same period in 1960. 

Mr. Idler attributed AMERICO’s sub- 
stantial gains in earnings to greater 
selectivity in risks, a lower loss ratio 
and an increase in new policies written. 

A substantial part of AMERICO’s 
business is obtained from members of the 
Aircraft Owners and Pilots Association 
and the National Aviation Trades As- 
sociation, The former has a membership 
of more than 80,000 aircraft owners and 
pilots, while the latter is comprised of 
commercial aircraft operators. 





In a semi-annual report distributed to 


stockholders, Mr. Idler disclosed that the 
ratio of loss expenses to premiums earned 
was reduced to 49.6% from 65.1% during 
the same 1960 period. 

For the first six months of 1961, 
\MERICO showed gross premiums writ- 
ten of $954,834, as compared with $903,- 
047 in the same 1960 period. The net 
underwriting gain was $93,487, compared 
to $49,944. Net investment gain was 
$36,997 for the first six months, against 
$28,933. 

Net earnings from all sources rose to 
$120,964 from $66,520, Provision for 
Federal income taxes amounted to $48,- 
544, compared with $21,000 a year ago. 
The company wrote 968 new policies 
during the six-month period and re- 
newed 1,517 others. Comparable figures 
for the first half of 1960 were 813 new 
policies and 1,526 renewals. 

As of June 30, AMERICO had total 
admitted assets of $3,277,698. The com- 
pany has shown its biggest growth since 
Mr. Idler became president in 1957. At 
the end of 1956, the firm had assets of 
$2,002,784, in his report, Mr. Idler noted 
that on June 30, AMERICO paid a 
dividend to shareholders of record June 
10, 1961 of 5 cents per share. This 
represented the first sem‘-annual dis- 


tribution in AMERICO’s history, 








NEW 











American Casualty's new TOP 
Family Protector Policy is a pro- 
gram that insures against Acciden- 
tal Death — on a family basis. One 
policy and one premium do the job 
— insure mother, father and chil- 
dren between the ages of | month 
and 18 years. Principal sum for the 
father ranges from $10,000 to 
$100,000 and covers BOTH Acci- 
dental Death and Dismemberment. 
Insurance on mother and children is 
Accidental Death only, in modified 
limits. As an example, if the father 
has $25,000 principal sum, the 
mother's limits would be $5,000, 
with $1250 on each child. 


For complete details and rates, 
write to the Health Insurance 
Department, American Casualty 
Company, Reading, Pa. 
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The Travelers Promotes McElrath, Robbins and Deswert 


Three appointments in the life, acci- 
dent and health agency department at 
The Travelers are announced. Promoted 
were: Harold B. McElrath, CLU, special 
services consultant, Los Angeles regional 
office; Paul A. Robbins, manager, Long 
3each, Calif. and Wayne E. Deswert, 
manager at Baltimore. 

Joining The Travelers in 1933 as a field 
supervisor, life, accident and health 
agency department at Los Angeles, Mr. 
McElrath was transferred to the Long 
Beach office in 1941 and was named 
manager there. 

Mr. Robbins joined the company in 
1955 as a field supervisor, life, accident 
and health agency department at Grand 
Rapids, Mich. Three years later he was 
appointed assistant manager at that office. 
He was transferred in 1959 to the Santa 
Anna, Calif., agency office and was pro- 
moted agency manager there. 

Mr. Deswert joined The Travelers in 
1957 as a field supervisor, life, accident and 
health agency department at Newark, 
N. J. Two years later he was appointed 





WAYNE E. DESWERT 


assistant manager at that office. He went 
to Hackensack, N. J. in that same ca- 
pacity in 1960 and later that year to 
Trenton, N. J. and was named agency 
manager at that office. 





N. Y. HEALTH INS. HIGHLIGHTS 


Superintendent’s 1960 Report to Legisla- 
ture Stresses Group Conversion Actu- 
arial Tables, Credit A.&H. Regulation 
The 102 Preliminary Report of the 

Superintendent of Insurance to the New 

York Legislature covering the calendar 

vear 1960 contains the following health 

insurance highlights : 

“Group medical care insurance con- 
version privilege legislation passed in 
1958, required insurers to provide a con- 
version privilege, if requested by the 
holder of a group contract of hospital 
or surgical expense insurance. Chapter 
820 of the Laws of 1960 requires such 
1 conversion privilege for all such pol- 
‘cies issued or modified after January 1, 
1961, and specifies minimum requirements 
for the coverages provided upon conver- 
sion. The amendment permits a group 
member who has attained age 60 and 
has been in the group for at least two 
years preceding termination to obtain 
conversion coverage for a premium which 
may not exceed 120% of a net level pre- 
mium approved by the Superintendent. 
Actuarial tables necessary for the com- 
putation of such net level premiums rates 
were promulgated in December, 1960.*** 

“Blue Cross rate increases can be 
moderated by avoidance of unnecessary 
hospital construction and facilities; devel- 
opment of methods for io'nt purchasing 
and use of hospital equipment and sup- 
plies; and stimulation of procedures to 
prevent overutilization, including devel- 
opment of services and facilities neces- 
sary to enable transfer of convalescent 
and other qualified in-patients to out- 
patient status. 

“The crisis of rising health care costs 
must be met by deep and vigorous re- 
gional analysis of all elements of hos- 
pital and medical cost. Estahl'shment 
f the State Hospital Review and Plan- 
ning Council provides a firm mens for 
central direction and coordination of 
this work.*** 

“The Superintendent’s regulation of 
Credit Life and A. & H. insurance rates 
was sustained by the Appellate Division, 
Third Department. when it upheld Regu- 
lation 27A,. The Court declared that the 
Superintendent’s ‘power under the Sta- 
tute to disapprove premium rates pro- 
posed by an insurer which he finds to 
contravene the public policy of New 
York is so inclusive as to be plenary.’” 


HEADS GENERAL AGENTS ASS’N 

John F. Kershaw, general acent, for 
Mutual of Omaha and United of Omaha 
at Providence, R. I., was elected presi- 
dent of the Eastern General conke As- 
sociation of the companies at their re- 
cent annual meeting at Hershey. Pa., Mr. 
Kershaw succeeds, Leo G. McManus, 
general agent for the companies at Pitts- 
burgh. 

Mr. Kershaw is nearing his 23rd year 
with the companies. 


HIP of Greater New York 
To Raise Rates After Nov. 1 


Health Insurance Plan of Greater 
New York (HIP) has been authorized 
to increase rates and liberalize coverage 
for its group and conversion subscribers 
in November. HIP’s new rates—the first 
revision since 1953—are lower than those 
HIP. originally sought to make effective 
in September. 

HIP’s rate application to the Insur- 
ance Department, submitted in April, 
was granted last week after reduction 
of the rates originally sought by making 
allowance for future investment income 
and the elimination of a proposed HIP 

special fund for hospital facilities. The 
plan made both modifications in its ap- 
p'ication in compliance with Insurance 
Department directions, 

The new HIP rates do not affect indi- 
vidual enrollees or Federal employes cov- 
ered by the plan. 

The approved new rates do away with 
HiP’s separate rates for “lower-income” 
and “upper-income” subscribers. They 
add coverage for some drug costs, for 
a'ditional accidents! injury and emer- 
vency care treatment, and for dependent 


nineteen-year-olds under family con- 
tracts. 


Dates for Ni ine Hearings on 


Trussell Report are Set 
New York State Legislative Commit- 
tee on Health Insurance Plans (Metcalf 
Committee) will conduct a series of nine 
public hearings in an effort to determine 
the extent to which the recommendations 
of the Trussell Report are being imple- 
mented. The committee plans to hold 
hearings in Jamestown on September 
25, in Watertown on October 2, in Al- 
bany on Octoher 5, in Buffalo on October 
13, in Rochester on October 19, in Syra- 
cuse on October 25, in Utica on Novem- 
her 2, in Mineola on November 9, and 
‘n New York hod on November 10. 


Ins. Vending Machines are 
Legal in Utah Providing— 


Insurance sales by way of vending 
machines are legal, providing such sale 
was supervised by a lIcensed resident 
agent, accord n* to a ruling by Utah's 
attorney general. 

In an opinion requested by E. Virgil 
Norton, Utah Insurance Commissioner, 
the ruling said “if merchandising of dis- 
ability insurance is not through a resi- 
dent agent. whether by vending machine 
or otherwise, then a contract must be 
countersigned by a licensed agent. A 
facsimile signature does not satisfy the 
requirements of a countersignature,” it 
stated. 
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To Make U. S. Travel More 
Attractive to Foreigners 


The Department of Commerce has ap- 
pointed four advertising agencies to do 
the initial research and planning for the 
newly established United States Travel 
Service. 

New York Times says that after the 
initial research has been completed and 
travel offices have been set up ‘around 
the world “the job of enticing foreign 
travelers will be handed to one or more 
advertising agencies. By next year the 
Government hopes to make $3,500,000 
available for a sell America advertising 
and promotion campaign overseas.” 

Continuing the Times says: “In its 
effort to spur tour’sm the United States 
cen turn for advice and experience to 
any number of foreign nations that, for 
mony years, have tried to lure more 
Americans overseas, France ‘and Eng- 
land, for example, continue to spend sub- 
stantial amounts of money in this country 
on tourist promotion. Even such coun- 
tries as the United Arab Republic and 
Yugoslavia have hired American adver- 
tising agencies in an effort to attract 
more tourist dollars. Some trade experts 
es‘imate that about $100,000,000 is spent 
each year on travel advertising — includ- 
inz sums spent by domestic sources as 
well as foreign nations.” 
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Some Airlines Losing Money 


One of the serious situations facing the 
airlines is the dropping off of passenger 
traffic for Europe and other parts of the 
world. As a result, some transcontinental 
air ships are leaving Idlewild with many 
vacant seats. One passenger agent called 
attention to a plane for Europe leaving 
with only 15 seats occupied. The lines 
are making a big play to book tours of 
business and social associations—leavinz 
for Europe in a body, a popular mode of 
travel, but these group trippers have 
been returning with tales of dissatisfac- 
tion. Sometimes they don’t like the hotels 
where they are booked, or think the 
restaurants in such cities as Paris, Brus- 
sels and Rome have not been satisfac- 
torily selected. 

Various reasons are given for the de- 
cline in this European traffic: fear that 
taxes are going up, worry about the 
Berlin situation with scares about war 
possibilities, growing popularity of Carib- 
bean jaunts, currency difficulties, and 
slashing amounts which can be spent for 
gifts. Formerly American tourists could 
bring in purchases aggregating $500 
ae payment of duty. Now, it is 

00, 
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John A. Hartford Foundation 


The John A. Hartford Foundation, 
which issued its annual report recently, 
is the fourth largest foundation in the 

S. A. The Foundation’s current mar- 











ket assets have reached $400 million. It is 
supporting 113 investigations in 85 in- 
stitutions of 53 cities in this country in 
the cause of disease preventions and its 
programs of medical cause and treatment. 
The Foundation has granted approxi- 
mately $40 million in the past decade. 

Founder was the late John A. Hart- 
ford, president of Great Atlantic and Pa- 
cific Tea Co. It is estimated 50,000 
children are born with congenital heart 
defects every year and that 75% of the 
heart defects are believed to be surgi- 
cally correctible. More than three million 
Americans suffer from some type of 
kidney disease. The role which the Hart- 
ford Foundation is performing in re- 
search ahd improvement of treatment of 
these two ailments was narrated by Dr. 
Howard A. Rusk in his New York Times 
column of July 30. 

Hartford Foundation’s president is 
Ralph W. Burger who reported that the 
Foundation appropriated $8,353,500 in 
1960 in its program of medical research, 
treatment and education. George L. Hart- 
ford, brother of John A., left his entire 
estate to the Institute. The bequest of 
John A. to the Foundation was the bulk 
of his estate. 

Commenting on the Foundation Dr. 
Rusk said in the Times: 

“The Hartford Foundation can well be 
proud of its record of research support. 
It has not been afraid to invest in at- 
tacks on the most difficult research prob- 
lems, both basic and clinical. In addition 
to discovering new facts, its program has 
brought the researcher’s laboratory much 
closer to the patient’s bedside. Actually 
it has literally moved the hospital into 
the laboratory.” 


* * * 


No Standard Seat-Belts 


Airplane safety seat belts which give 
the impression that they will consider- 
ably cut down losses to the air lines and, 
therefore, to the insurance companies, are 
a subject of considerable controversy. 
The Advertising Council is staging a 
seat-belt campaign which is now being 
sponsored by National Safety Council, 
Public Health Service and American 
Medical Association. 

Mel White of the Department of 
Health, Education and Welfare, has writ- 
ten a letter to Editor and Publisher dis- 
cussing the situation. In commenting 
on the belts he writes: 

“The facts about safety belts are clear 
enough. Their installation and use by all 
automotive drivers and passengers would 
save about 5,000 of the lives now being 
lost every year in traffic accidents and, 
perhaps more important, would prevent 
or greatly reduce the severity of hundreds 
of thousands of injuries now being sus- 
tained annually, many of them of a life- 
long nature. There is substantial agree- 
ment on these facts among safety, health, 
engineering, and police agencies. 

“There is a major difference between 
seat belts on the one hand and ‘head- 
lights, carburetors and safety brakes’ on 





the other. The latter come as components 
of every motor vehicle manufactured. The 
huyer may have a choice (or may not) of 
higher quality components rather than 
‘standard’ parts, but he does not have 
to exercise any judgment as to whether 
he will have them or not. No kind of seat 
belt comes as standard equipment, large- 
ly because the motoring public is not 
sufficiently aware of their value or be- 
cause of widespread misconceptions about 
them. Public awareness of their value 
must be increased and public demand for 
them must grow until the belts do be- 
come standard equipment, if we are to 
save the lives and limbs now being lost 
which belts could save. 

“Among those whom they do not kill, 
accidents cause more long-term or life- 
long disabilities, handicaps, and disfigure- 
ments than any other public-health prob- 
lem. 

“The victims of accidents fill over 
50,000 hospital beds all year around and 
require millions of hours of scarce med- 
ical and nursing attention. 

“There is no practical substitute for a 
seat belt until we can prevent accidents 
—e of merely minimizing their after- 
math.’ 


* * * 


Famed Woman Stenotyper 


Fanny S. Sweeney, at one time the best 
known stenotyper in the United States 
and frequently for some years furnishing 
the official report of insurance companies 
and insurance organizations, died in New 
York Hospital August 12. She was head 
of the Master Reporting Co. of 1 Park 
Avenue, New York. Her principal chore 
in the insurance field for some years 
was to stenotype conventions of New 
York Life and Metropolitan Life, and 
meetings of the old Association of Life 


Insurance Presidents. She had been 
chosen “outstanding business woman” by 
National Business and _ Professional 


Clubs. Her own organization has offices 
in Chicago and Los Angeles as well as 
New York and it covered via stenotype 
machines national conventions of political 
organizations in this country, Canada 
and Mexico. : 

She had been official reporter for Col- 
umbia Broadcasting System and National 
Broadcasting Co. and took down many 
European notables heard on radio in 
the United States. Among other steno- 
type achievements was personally re- 
porting talks by Presidents, from Roose- 
velt to his successors. 

: Surviving are her husband, Joseph E. 
Sweeney, secretary of her company; a 
daughter and a son. : 


* * x 


Long on N. Y. City Education 
Board 
Cornelius J. Walsh of Walsh & Walsh, 


Inc., 551 Fifth Avenue, New York insur- 
ance brokers, is a member of the New 
York Board of Education and the only 
member of the board to serve on all 
its regular and special committees. 
Born in New York, the son of a con- 
tractor, he attended public schools and 
New York University and served in the 
Navy in World War I. He was reap- 
pointed in 1956 by Mayor Wagner to a 
second seven-year term. The New York 
Times says he is the only member of 
the board to serve on all its regular and 
special committees. He also has been 
active on the Welfare Council of New 


York, a central planning agency for 
public and private welfare groups. 
+. Qs 
An Alaska Hotel Loan 
Financing has been completed, and 


work started, on the eight-story Hill 
Building, which will be the largest office 
structure in Anchorage, Alaska, accord- 
ing to George A. Kavanagh, of Ivor B. 
Clark Co., Inc., national mortgage spe- 
cialists, who arranged the financing. 
The Equitable Life Assurance Society 
has agreed to loan $3,000,000 to the spon- 
sors, The Lathrop Co. and the Lease 









Co., the joint venture firm who were 
the successful bidder, on a lease contract 
to provide 100,000 sq. ft. of office space in 
Anchorage to the Federal Aviation 
Agency. 

The structure will be located on the 
southside of Sixth Avenue between F 
and G Streets, and will be of reinforced 
concrete and steel frame construction. 
Completion is scheduled for June Ist, 
1962, according to Mr. Kavanagh. 

* * &* 


Attended N. J. Hearing 

Among those attending the New Jer- 
sey Department of Banking and Insur- 
ance Hearing on placement of policies were 
these: Frederick W. Read and Eugene 
C. Kelly, Home Life; William F. Ward, 
Mutual Benefit Life; William C. Brown, 
Colonial Life; James S. Brock, National 
Life of Vermont; Donald H. Dunham, 
Church Pension Fund; Roland B. Swin- 
ford, New York Life. 

Robert Lawrence, president, repre- 
sented New Jersey Association of Life 
Underwriters. 

a eer 
Futterman in the News 

_Robert A. Futterman, president of the 
Futterman Corp. of New York, a real 
estate and Management company, and 
who claims to own and operate 38 prop- 
erties, including commercial and indus- 
trial buildings and apartment houses, is 
quoted by the Wall Street Journal as 
planning to buy four insurance agencies 
which are in Chicago and Miami. The 
financial daily says involved would be 
$2 million. 

_Mr. Futterman, whose offices are at 
585 Fifth Avenue, New York City, would 
not affirm or deny the article’s authen- 
ticity when asked to do so by The Eastern 
Underwriter. 

* * * 


Greater N. Y. Safety Council Will 
Start Safety Survey 

“The first comprehensive survey of 
what business and industry are doing 
throughout the metiropolitan New York 
area to promote on-the-job and off-the- 
job safety among their employes” is be- 
ing undertaken by the Greater New 
York Safety Council. It will cover an 
estimated 3,000,000 of the 5,000,000 per- 
sons who are employed in New York 
City, Westchester, Nassau, and Suffolk 
counties. 

Karl T. Dutschmann, chairman of the 
recently established business and _ in- 
dustry safety division of the safe‘y 
council, announced that questionnaires 
would be sent by the end of August to 
1,000 companies. 

“Our first job will be to get the full 
picture of who is doing what in both 
fields of on-the-job and_ off-the-job 
safety and how well they are doing it,’ 
said Mr. Dutschmann. “This has never 
been done comprehensively for the met- 
ropolitan area before. When we then 
have the true features of accidental 
death and disability in our midst, we will 
endeavor to work with the companies to 
improve things, especially in those urban 
and suburban areas and those kinds of 
industries where accidents seem to be a 
by-product of the production line.” 

eras 


Overseas Students Train at Geo. F. 
Brown & Sons 

Two Swiss students have jo‘ned Geo. 
F. Brown & Sons, Inc., Chicago, as part 
of the exchange training program spon- 
sored by the International Association of 
Students in Economics and Commerce 
(AIESEC). The Brown organization, 
special risk underwriters, is manager of 
Interstate Fire Casualty Co. and Chi- 
cago Insurar Co, 

The studc:.:s are Hans-Jakob Furrer 
and Rene Luiliy, both graduate business 
students. The AIESEC program pro- 
vides American and foreign students a 
chance to learn of business operations 
in other countries through a reciprocal 
exchange in training and positions. 

Also with Brown is Khalid Aziz, a na- 
tive of Pakistan, who is studying Ameri- 
can methods before returning home to 
enter insurance. 
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Home Assets Attain 
Record High June 30 


SURPLUS NOW EXCEEDS $309,770,000 
Consolidated Asians: $655,874,659; Pres. 
Black Reports Statutory Under- 
writing Loss $9,591,491 
The Home eieeremee Co. of New York 


and its casualty affiliate, the Home In- 


demnity, announces that in the first six 





BLACK 


KENNETH E 


months of 1961 consolidated assets rose 
to an all-time high of $655,874,659, an 
increase of $30,576,056 over the Decem- 
ber 31, 1960 total of $625,298,603. In the 
same period policyholders’ surplus in- 
creased from $286,484,522 to $309,773,344, 
according to President Kenneth E. 


The Home’s consolidated premium vol- 
ume in the first half year of 1961 in- 
: . 
i 


creas ) $13 5,982,450, a gain of $3,211,- 


497 over the 1900 first six m« mth total 
of $152,771,043 The mpany’ s consoli- 
dated utory aie rwriting loss was 


Crum & Forster Votes 
Two-For-One Stock Split 


Stockholders of Crum & Forster in 
New York have approved a two-for-one 
split in the shares of the capital stock 
of the corporation, thereby reducing the 
par value of each share from $10 to $5. 

A certificate of amendment wll be 
filed in the office of the Secretary of the 

State of New York and it is anticipated 
that the effective date of the split will 
be August 18 


U. S. Insurance Leaders to 
Attend Lima Conferenc2 


Over 30 United States insurance com- 
pany executives are planning to attend 
the Eighth Hemispheric Ins1°ance Con- 
ference Octobe 23-29 at Tim», Peru, 
under sponsorship of the Chemer of 
Commerce of the United States The 
Insurance Association of Peru will <ct 
as conference host 

Heading the U. S. delegation wll be 
James O. Nichols. chairmen of the na- 
tional chamber’s Hemispheric 'nsurance 
Conference Committee and also presi- 
dent, American Foreign Insurance As- 
sociation. Delegation vice chairman will 


be E. A. G. Manton, presilent of the 
American International Underwriters 
Corp. A. L. Kirkpatrick, manager of the 
national chamber’s insurance depart- 


ment, is permanent secretary of the con- 
ference. “ ; 
About 300 insurance executives from 
Western Hemisphere countries are ex- 
pected to attend the conference, which 
will discuss the part Latin-American 
private insurance companies can play in 
economic and social development under 
the Alliance for [Progress Program. 
The basic objective of the conference 
is to consider ways to improve and de- 
velop the private insurance business and 
to resist government encroachment in 


this field 


$9 591.491 as compared with a loss of 
$3 849,937 on June 30, 1960. 

Loss and loss expenses incurred 
amoun‘ed to $85,763,159 as compared to 
$74,330,523, creating a ratio of 66.9% as 
compared to 61.1% a year ago. The ratio 
of expenses incurred to written  pre- 

(Continued on Page 28) 








“COMMUTING WOULD BE EASIER...” 


... if every train made but one stop .. 
were able to reach your destination without 
unnecessary delay or personal annoyance. 
The brokerage business, too, would be a 
lot easier if every broker were able to place 
larger lines in one stop—without time- 
consuming, needless, and often unsatisfact- 


ory ‘shopping around”’ 


We take pride in being a‘‘one-stop”’ agency; 
in having the capacity to fill your needs; and 
especially providing those service extras 


which make your job easier. 


S 


“Our Second Half-Century” 


.and you 
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National Union Cos. 
Show Premium Gains 


UNDERWRITING LOSS HIGHER 





Pres. MacLean Reports Increases in 
Investment Income, Net Capital 
Gains, Assets and Surplus 





The National Union Fire Insurance 
Co., Pittsburgh, continued to show an in- 
crease in premiums written as reported 





WILLIAM MacLEAN 


by William MacLean, president, in his 
report to shareholders for the period 
ending June 30. The company showed an 
increase of $913,257 in premiums written 
over the first six months of 1960. Net 
premiums written this year were $25,993,- 
161. 

Underwriting experience during the 
first half of the year was affected by un- 
usually severe fire losses and a record 
number of tornadoes, hail and wind- 
storms, Casualty operations, however, 
continued to show improvement. The 
unde-writing loss for the first six months 
was $1,343,236, compared with $669,854 in 
the same period of 1960. 

Investment income at $1,580,825 showed 
an increase of $89,054 over the like period 
for 1960. Net capital gains recorded so 
far this year aggregated $1,372,324 com- 
pared to $360,958 this time last year. 

Capital stock equity per share June 30 
was $65.19, an increase of $3.17 per share 
over the $62.02 recorded at the end of 
1960. 

As of June 30 the National Union Com- 
panies reported assets of $104,370,217, up 
nearly $4,000,000 from a year ago, and 


American Group Shows 
Assets, Surplus Gains 

NET PREMIUMS WRITTEN UP 

Loss Ratio Shows Sharp Rise and Un- 


derwriting Loss is Increased; Invest- 
ment Income Higher 











Underwriting experience of the Amer- 
ican Insurance Group was somewhat less 
favorable in the first half of 1961 than 





ROBERT Z. ALEXANDER 


in the corresponding period of 1960, ac- 
cording to Robert Z. Alexander, pres- 
ident, in a midyear report to stock- 
holders. 

Net premiums written were $97,909,018 
compared with $95,981,157, an increase of 
2.0%. There was a statutory underwrit- 
ing loss of $4,035,532 compared with a 
loss of $1,013,809 in the preceding year 
The ratio of losses and loss expenses 
incurred to earned premiums was 65.4%, 
up from 60.6%. The ratio of underwrit- 
ing expenses” incurred to net pre- 
miums written was 36.9%, down from 
37.2%. An wnusually large number of 
destructive wind and hail storms con- 
tributed to the higher losses. 

Net investment income rose to $4,500,- 
687 from $4,463,306. Surplus to policy- 
holders rose to $123,636,462 at June 39, 
1961, compared with $114,772,749 at De- 
cember 31, 1960, and total assets in- 
creased to $330,052,509 compared wi h 
$320,505,971 at the end of 1960. 





surplus to policyholders of $30,194,051, an 
increase of nearly $3,700,000. 





Home Insurance Co. of Hawaii 


Now First Insurance Co. of Hawaii 


The Home Insurance Company, of 
Hawaii, at Honolulu, announces a change 
of name in conjunction with its fiftieth 
year of service to the fiftieth state. Home 
Insurance, founded in 1911 by Zeno K. 
Myers, changes its name as of August 11 
to First Insurance Company of Hawaii, 
Ltd. 

E. A. O'Neill, president of the com- 
pany, explains the change of name as fol- 
lows: 

“For 50 years our growth has paral- 
leled both that of Hawaii and develop- 
ments of the insurance industry at large. 
Our original aim of attracting mainland 
dollars to Hawaii and keeping local dol- 
lars here set a trend that is now standard 
for the island’s insurance businesses. 

“However, as both mainland and island 
markets have become more competitive 


and expanded operations, we now find it 
advantageous to emphasize our company’s 
distinctive identity by changing our 
name. The company, first in the islands 
historically and first in the islands in 
terms of present customer service, 
changes its name to First Insurance 
Co. of Hawaii.” The Home Insurance 
Co. of Hawaii has never been connected 
in any way with the Home Insurance 
Co. of New York. 

It was only 50 years ago that Zeno K. 
Myers, organizer-manager of the First 
Trust Co. of Hilo and a leading business 
figure in the Pacific area, conceived the 
idea of a local insurance company. He 
was the first, according to Mr. O’Neill, 
to initiate the plan of keeping in the 
islands a large portion of the insurance 

(Continued on Page 28) 
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N ational Net Income 
For First Half Drops 


UNDERWRITING | L LOSS HIGHER 





Consolidated Assets and Policyholder’s 
Surplus at Record Highs Pres. 
Clarkson Reports 





“or the first six months of this year 
the . Netioual of Hartford Companies had 
c nsolidated net income from operations 
o! $75,989 compared with $1,053,380 for 
the first half of 1960, President E. H. 
The reduction in 


Clarkson announces. 





E. H. CLARKSON 


net income was the result of increased 
underwriting losses. 

Premium writings of the companies 
are predominantly in the fire, marine and 
multiple peril classes. As these classes 
provide coverage against, windstorm and 
fire hazards, the severe wind and hail 
losses throughout the first six months 
and the general industry trend toward 
increased fire losses had a heavy impact 
on underwriting results. Statutory un- 
derwriting loss was $2,343,293, compared 
with a loss of $1,254,209 for the first 
half of 1960. 

Written premiums on a consolidated 
basis amounted to $33,472,054, against 
$34,702,257 during the first six months of 
last year. The reduction is largely the 
result of the refinement of certain high- 
cost business in several metropolitan 
areas. Combined underwriting expenses 
and taxes were reduced to 40.6% of 
premiums written, from 41.1% for the 
same period last year. 

Unearned premium reserve increased 
$805,372 during the period as compared 
With an increase of $2,893,786 for the 
first six months of 1960. Net investment 
income for the first half was $2,430,013, 
up from $2,307,589 last year. 


Assets and Surplus at New Highs 


On June 30, 1961, policyholders’ surplus 
on a consolidated basis reached an all 
time high of $84,271,837, a gain since 
December 31, 1960, of $6,2 19,716. Con- 
solidated assets also were the largest 
ever reported for the companies and 
amounted to $167,318,766. 

The National of Hartford Companies, 
which are the National Fire of Hartford 
and Transcontinental Insurance Co., are 
members of the Continental-National 
Group. 

Directors of the National Fire have 
declared the regular quarterly dividend 
of 40¢ a share payable October 2 to 
Stockholders of record September 15, 


Pingree is Vt. Commissioner 

Albert D, (Pingree has been confirmed 
as Vermont Commissioner of Banking 
and Insurance to succeed Alexander Mil- 
ler, Mr. Pingree has served as deputy 
commissioner since 1935. 


INA Apartment Policy 
Is Approved in New York 


Insurance Company of North Amer- 
ica’s package policy developed specifical- 
ly for apartment owners was approved in 
New York August 9. The policy was in- 
troduced throughout the nation in 1960 
and was subsequently joined by INA’s 
office building policy in 1961 bringing 
the company’s total of commercial pack- 
ages to four. The motel policy and the 
funeral directors policy have been avail- 
able since 1959. 

The apartment owners policy provides 
coverage on the apartment house, con- 
tents and auxiliary buildings, Loss of 
rental income can be insured against 
on an optional basis. The policy also 
provides extremely broad business liabil- 
ity coverage on a personal injury and an 
occurance basis, subject to a single limit 
of liability. Medical payment coverage 
is available at the insured’s request. 


Instant Commission Plan 


Of Bank in Los Angeles 


Citizens National Bank, Los Angeles, 
announces a new banking “Instant Com- 
mission Plan.” After an agent places 
an insurance policy, a checking account 
is opened in his name at Citizens. When- 
ever an insurance premium is deposited 
at Citizens National Bank in an insur- 
ance company’s account, the bank then 
calculates the producer’s commission and 
automatically transfers that amount to 
his checking account. A deposit receipt 
is sent to the producer who then, in 
effect, can write his own commission 
check. 

Another benefit is that no service 
charge is made to the producer’s ac- 
count for the specific depos:t and with- 
drawal of the commission. The Citizens 
“Instant Commission Plan” is being han- 
dled by the bank’s customer and bank 
relations department. 
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CROWN LIFE OF CANADA 


uses modern experience in investments . . . management and plans 
to give you the lowest annuity rates in 20 years. 
Male at age 65—$100 a month for life—$13,910 

$100 a month for life 

Guaranteed 20 years—$18,410 

$100 a month for life 

Guaranteed 10 years—$15,150 
Greater discounts by size of deposit. Crown’s Immediate Annuities 
—all ages—all forms—all sizes—go modern for less! 
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1 To: Brokerage Development Dept. I 
NEW IN TOWN 1 The Crown Life Insurance Company | 
| 120 Bloor St. East, Toronto, Canada. 
IT COMES | Please send me your new formula for low cost imme- | 
| diate annuities. | 
FROM CROWN _ | 
| | 
| | 
| j 
Maine: J. P. Goucher, 52 Western Prom, Auburn, Maine—LEW 4-6100 
Massachusetts: J. Powers, Regent Insurance Agency, Inc., 147 Milk St., Boston—HU 2-4616 
Connecticut: E. M. Goldstein, Inc., 962 Asylum Ave., Hartford—JA 7-9203 
Rhode Island: W. C. Barney, 58 Weybosset St., Providence—JA 1-6151 
Maryland: N. S. Jacobson, 534 North Calvert St., Baltimore—LE 9-6600 
Delaware: A. R. Atwater, 354 Lancaster Ave., Haverford—TR 8-2848, Mi 2-4421 
District of 
Cduniins W. Ogus, 1420 K Street N.W., Washington—RE 7-2484 
Michigan: S. J. Cohn, 1174 First National Bidg., Detroit—WO 2-8458 


. L. Hunter, 208 North Woodward Ave., Royal Oak—961-4421 
. S. Kendail, 19700 Woodward Ave., Detroit—TO 9-7800 
iG * O'Brien, 302 First National Bank Bidg., Escanaba—ST 6-6811 
. E. Shackleton, 208 North Woodward Ave. -, Royal Oak—961-4421 
R. ‘ce. Stager, 1239 East Fulton St., Grand Rapids—GL 9-4684 
New Jersey Life Associates eo es 930, Ray d Cc 
Raymond Bivd., Newark—MI 2 
. R. Atwater, 354 Lancaster hte os aE 8-2848, MI 2-4421 
> - Ehrman, 5700 Bartlett St., y tng red 1-0626 


PESEOS 





New Jersey: ce Bidg., 1180 


Pennsylvania: 


. J. Durkin, Shrineview, Dallas—4-6203 


. A. Middlebrook, Alester G. Furman Co., South Carolina National Bank Bidg., 
Greenville—CE 2-5661 
Ohio: Crown Life Underwriters of Dayton, 4981 Alhambra Ct. —_ » 5541 
. D. Dreifus, 824 Union Central Bldg., Cincinnati—GA 
‘ . Hamm, Jr., 322 Hanna Bidg., Cleveland—CH 13007 
B. Tilton, 683 East Broad St., ‘Columbus—CA 1-1601 
White, Wilson, Merritt, Inc., 1115 Superior Bldg., Cleveland—CH 1-6765 
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South Carolina: 





Missouri: Life Insurance Underwriters & Consultants Inc., 9218 Clayton Rd., Clayton— 
Sidney ‘ee Jr. and A jates, 1006 Amb dor Bidg., St. Louis—GA 1-0925 

Georgia: D. R. he 612 Fulton ey Bidg., 11 Pryor St. S.W., ny oatoen 3-760) 
F. T. & . McElreath, P. ©. Box No. 96, Wadley—Phone 99 

Kansas: D. J. Harper, Kansas Life oe thes Inc., 227 Ida St., Wichita—AM 5-5208 

Alabama: Cc. . pc ey ey Pake Bidg., Mobile—HE 2-7477 
F. M. Jones, Box 7375 Mt. Brook Branch, Birmingham—TR 1-0321 

Virginia: Richardson-Drew Agency, 4515 Colley Ave., Norfolk—MA 2-9092 

Florida: Jacobson Insurance, Inc., 904 S.W. 2nd Ave., Miami—FR 9-7606 


G. M. James, P. O. Box 1536, Ormond Beach—OR 7-6271 
R. L. Rhodes, 315 Lynch Bidg., Jacksonville—EL 6-7628 
T. P. Wittner, 2425 Central Ave., St. Petersburg—7-7916 
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Inland Claims Outing 


The Inland Marine Claims Association 


of New York, Inc., held its ninth an- 
nual outing at Vernon Hills Country 
Club, Tuckahoe, N. Y., under the super- 
vision of Howard Nagelsmith, who has 
been master of ceremonies since the 
first affair. After dinner, the new ad- 
ministration of President Lester Pike, 


Providence Washington, was inducted 


into office 








GIVE 
YOUR 
SALES 
A LIFT 
WITH 
ECONOMY 
PLUS 


What do drivers want these 
days? Low-priced protection plus high quality 
service—and that’s the combination you can 
offer safe drivers with Economy Plus Auto 
Insurance. 

And add up these other pluses: Premiums 
extremely competitive. Rates don’t fluctuate 
— regardless of accidents or citations.* A 
single policy can cover two autos. No mini- 
mum premium requirement. Coverage is not 
restricted —it can be “tailored” because the 
Family Auto Policy provides flexibility. And 
you can close sales on the spot with pre- 
carbonized applications and binders plus 
acceptance of a handwritten form. 

Many other features, too — all designed 
to cut time-consuming detail work and ease 
operations. 

Right now The Fund is promoting Econ- 
omy Plus with merchandising aids that 
dramatize “the big difference” between di- 
rect writers and independent agents. So get 
your sales off the ground! Write for full 
details and sales aids now. (While you're 
at it, ask about Economy Plus Homeowners 
Plans, too...and go up in the world—fast!) 


& ECONOMY PLUS 





INSURANCE PLANS 
OY WOME FIRE & MARINE INSURANCE COMPANY OF CALIFORNIA 
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Now Dept. Comments on Fire, Marine 
Underwriting, Investments for 1960 


Results of fire, marine and multiple 
line underwriting, and investments in 
1960 are reviewed by New York Insur- 
ance Superintendent Thomas Thacher in 
the 102nd “Preliminary Report of the 
Superintendent to the New York Legis- 
lature.” ‘Mergers, competition, heavier 
due to windstorms and other de- 
velopments are 


losses 


commented upon. On 


underwriting experience last year the 
report states: 
“Fire and marine writings in 1950 


increased about 1% over 1959 despite the 
continuing diversion of premiums to the 
new package forms of coverage. Volume 
was aided by the reduction in term d's- 
counts and better 
ance to value. 

“A preliminary review of 1960 
rience of fire and marine insurers, based 
on statements submitted for the first 
three quarters of 1960 and supplementary 
data, indicates a further moderate im- 
provement in underwriting results for the 
year. Investment experience was not as 
favorable because of the decline in se- 
curity values, although investment in- 
come held up satisfactorily. 

“The first half of 1960 was fair from 
the underwriting point of view and a dis- 
tinct improvement over the first six 
months of 1959. However, it may be ex- 
pected that the impact of Hurricane 
Donna in September and of large marine 
and aviation losses in December will off- 
set that improvement. 


sieonnaiits of insur- 


expe- 


Reasons for Gains 


“The overall underwriting gain can be 
attributed to rate increases, reductions 
in term discounts, decreased acquisition 
expenses in some fields and advances in 
operating efficiency through automation. 
As has been true for some years, the 
gains were not spread uniformly but 
varied widely according to type of car- 
rier, method of operation and lines writ- 
ten 

“The best again 


results were obtained 





PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 
ARE BUILDING 
FOR 
THEMSELVES 


by the large mass-merchandising com- 
panies, using exclusive agents and em- 
phasizing competitive prices. It appears 
that most of the regular stock agency 
companies will continue to report under- 


writing losses, although somewhat re- 
duced. 
“During 1960 a number of carriers, 


to meet competition, offered continuous 
policies and economy policies at lower 
rates, established direct billing proce- 
dures and, in some instances, reduced 
commissions. Premium (financing and in- 
stallment arrangements also became 
more widespread. he desire to offer 
complete multiple-line service led to 
further acquisitions by property insur- 
ers of Ife insurers and to addtional 
mergers between and acquisitions of 
property insurers in 1960. 

“Heretofore, mergers or acquisitions 
lad been principally effected between 
companies within a group or between a 
small company and a larger insurer. The 
past year saw larger companies consol- 
ilating in order to balance and broaden 
their lines of business, personnel and 
geographical representation. Several 
such mergers or acquisitions were pro- 
posed or in process at the year-end. All 
such proposals involving an insurer hold- 
ing a New York license are reviewed 
by the Department to ascertain their 
impact upon ‘competition. 

“During the year, fire losses rose to an 
all-time high in the United States. How- 
ever, a slight rise in the incurred loss 
ratio was counterbalanced by a decline 
in the expense ratio. The line should 
show about the same 1% underwriting 
profit as it did in the preceding year. 

“Extended coverage results will be 
adverse because of Hurricane Donna and 
other severe storms. In addition, volume 
declined significantly because of the in- 
roads made by homeowners policies. 


Homeowners 


“Homeowners package policies con- 
tinued to show the fastest growth of any 
fire and casualty insurance line, increas- 


ing about one-third in writings over the 
preceding year 


for the third successive 
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year. Loss experience deteriorated du 
to storm claims but a slight improvemen 
in the expense ratio should leave th 
line approximately even on a trade basi 
Commercial multiple peril is anothe 
package line which is growing, althoug 
still in its infancy. 

“Automobile physical damage pri 
miums gained by only 2% in 1960, con 
pared to a 10% increase in 1959, large! 
because of a greater proportion of ‘con 
pact car’ sales. The loss experience wis 
off almost two points, and it is expectc | 
that the line will produce an underwri 
ing gain of nearly 6%, after losses and 
expenses. 

“Casualty lines of insurance writt: 
by fire and marine companies exhibite.| 
similar results to those previously indi 
cated for the casualty and surety con 
panies doing the same business. Mos: 
casualty classifications were profitable 
except for the surety line and the larg: 
automobile bodily injury classification 
The former was affected by a substan- 
tial number of contractors’ failures and 


the latter, while better than in 195v 
still showed significant underwriting 
losses. Fire and marine insurers ar< 


making strides in overcoming, through 
mergers or other means, their initial per 
sonnel, overhead, and competitive prob 
lems in entering the casualty field. 


Marine Underwriting 


“Ocean marine ‘premium writings in 
1960 increased slightly over 1959. The 
growth in volume was due chiefly to a 
substantial expansion of this country’s 
foreign commerce and to the placing in 
the domestic insurance market of a small 
but growing share of world-wide marine 
coverages. The increase was principally 
in ocean cargo premiums since commer- 
cial hull writings have been influenced 
by a decline in construction and by de- 
pressed values. 

“Pleasure-boat writings, on the other 
hand, continue to mount with the in- 
creased use of these small craft. The 
ocean marine category should show about 
the same underwriting profit as in the 
preceding year despite the September 
hurricane and major marine losses in- 
curred in December. 

“Inland marine advanced somewhat 
in spite of a continued diversion of prop- 
erty floater business to homeowwners’ 
and commercial package forms of pol- 
icies. The loss ratio on countrywide 
writings of licensed inland marine com- 
panies continued to show improvement 
during 1990. 

“Fire and marine companies have a 
proportionately larger investment in 
stocks than do casualty and surety com- 
panies. However, their reserves and lia- 
bilities are well pirotected by the most 
conservative types of investments and 
the stock portfolios for the most part 
represent investment of the larger sur- 
plus funds which have been accumulated 
over the course of time by these rela- 
tively older companies. Fire and marine 
companies have maintained a very con- 
servative relationship of surplus to lia- 
bilities and premium volume.” 


Florida Home Figures 


Florida Home Insurance Co. of Miami 
announces record high operating profits 
for the first six months of 1961. In a 
letter to stockholders B. C. Young, pres- 
ident of the company, reported an under- 
writing profit of $20,760, after increasing 
liabilities by $35,285 to provide for an in- 
crease in the company’s unearned pre- 
mium reserve. 

Investment income was $32,160 and 
realized capital gains on investments 
were $48,733, making a total investment 
income of $80,894, which combined with 
the underwriting profit produced an 
operating profit of $101,654 or 99 cents a 
share on the outstanding common stock 
Policyholders’ surplus increased $103, 
101 to $2,142,722. 

After a detailed study of trends and 
conditions in the insurance industry, the 
company has made a change in its un 
derwriting policy, and is now followin; 
a program of insuring only preferre: 
fire and homeowners risks at reduce: 
rates. 
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Lambrecht, Schaefer, Sharpe Careers 


C. A, Lambrecht becomes deputy 
nited States manager of the Commer- 
al Union-North British Group on Sep- 
mber 1 and at the same time W. L. 


Schaefer, Jr., and J. G. Sharpe become 





Fabian Bachrach 
CHARLES A. LAMBRECHT 


assistant United States managers. Mr. 
Lambrecht joined the Commercial Union 
Group in 1932 and served in the fire 
underwriting, brokerage and inland ma- 
rine departments. In 1949 he was ap- 
pointed assistant secretary in charge of 





Fabian Bachrach 
JOHN G. SHARPE 


inland marine operations and in 1953 
received appointment as secretary, man- 
aging the combined inland marine, bur- 
glary and glass department of the group. 
In 1959 Mr. Lambrecht was transferred 
to the group’s head offce executive staff 
ind in April, 1960, was appointed assist- 
ant United States manager of the Com- 
mercial Union-North British Group. 

In his new position Mr. Lambrecht 
will directly assist the chief executive 





Pohs Adjusters’ Course 


Herbert J. Pohs, founder and director 
of the Pohs Institute of Insurance, New 
York City, announces that the school 
will offer a course preparing students 
for the New York State Public and In- 
dependent Fire Adjusters’ Examination. 
The course will start on Thursday, Sep- 
tember 14, for the examination to be 
given by the State of New York in De- 
cember, 1961. 

Class will meet on Tuesday and Thurs- 
day evenings from 6:30 P. M. to 9:00 
P. M. for a period of eight weeks. Pohs 
Institute again offers this special course 
in fire insurance adjusting for members 
of the insurance industry who can put it 
to practical use. Taught by specialists 
engaged in the field, the course is de- 
Signed to teach the elements of fire ad- 
Justing to those wishing to prepare for 
the New York State examination for 
public or independent fire adjuster. The 
Institute is located at 132 Nassau St. 


officer in the general management of the 
group. 

Mr. Schaefer joined the Commercial 
Union Group in 1937 and following his 
employment in various underwriting de- 
partments and duty with the Armed 





Fabian Bachrach 
WALTER L. SCHAEFER, JR. 


Forces during World War II, undertook 
field assignments at Buffalo and Syra- 
cuse, as special agent, In 1952 he was 
appointed secretary of the group and 
transferred to the New York head office 
to undertake supervisory duties in the 
Midwestern department. In 1957 he was 
transferred to the group’s production 
department and most recently has been 
supervising group operations in the east- 
ern states. 

Mr. Schaefer’s new duties will place 
him at the head of the Commercial 
Union-North British production depart- 
ment, supervising all field and agency 
matters. 

Mr. Sharpe entered insurance in 1939 
with Michigan Inspection Bureau. Fol- 
lowing a World War II tour of duty 
as battery commander in the Coast Artil- 
lery Corps he joined the Commercial 


Union in 1946 as special agent at Jack- 
son, Mich. In 1953 he was appointed 
secretary and transferred to the New 
York head office Midwestern depart- 
ment. He became a member of the pro- 
duction department in 1957. Mr. Sharpe 
will be charged with coordinating all 
programs and procedures in the group's 
departmental offices at New York, Atlan- 
ta, Chicago, Kansas City and San Fran- 


cisco, 


REINSURANCE 


Casually 


Fireman’s Fund Changes 


In Pacific Department 


Edgar H. Lion, Jr., has been appointed 
assistant to the manager of the Pacific 
department of Fireman’s Fund Insur- 
ance Co. and affiliates. In his new as- 
signment, Mr. Lion will assist Vice 
President Stuart D. Menist in super- 
vising branch office operations in the 12 
western states comprising The Fund’s 
Pacific Department. 

Mr. Lion started his insurance career 
with The Fund in 1948 as a casualty un- 
derwriter. In 1950 he was transferred 
to Portland as a casualty special agent 
and subsequently moved to the Sacra- 
mento branch office as a senior casualty 
special agent. He was named manager 
of The Fund’s Oakland branch office in 
1958 and in 1960 assumed managership 
of the company’s Pacific research, de- 
velopment and sales department. 
Kirschbaum, CPCU, leaves 
his post as manager of The Fund’s Salt 
Lake City branch office to succeed Mr. 
Lion as manager of the Pacific RDS 
department. Mr. Kirschbaum has been 
with The Fund since 1949, He was trans- 
ferred to Oakland as casualty under- 
writer in 1952 and in (1953 he was moved 
to Salt Lake City. A graduate of the 
University of ‘California, he tholds a .Mas- 
ter of Science degree in insurance. 

Donald R. Hurst, multiple line special 
agent in Salt Lake (City, succeeds Mr. 
Kirschbaum as manager there. He is a 
native of Salt Lake City and a graduate 
of the University of Utah. He has been 
with The Fund since 1949. 


James L. 


C. I. T. 1961 Earnings 


C. I. T, Financial Corporation has re- 
ported net earnings of $21,429,000, equiv- 
alent to $2.22 a common share, for the 
first six months of 1961, compared with 
$21,196,000, or $2.20 a common share, for 
the first six months of 1960. 

Arthur O. Dietz, chairman, and L. 
Walter Lundell, president, in the six 
months’ report to stockholders, stated 
that the high level of earnings was main- 
tained in the first half of this year 
primarily as a result of reduced expenses 
due to lower money costs and the 
favorable effect on gross earnings of the 
large backlog of deferred income from 
business previously acquired. They said 
they “continued to hold the view that 
earnings will be satisfactory in 1961.” 

Deferred income and unearned pre- 
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miums, which are a backlog of future 
gross earnings from financing and in- 
surance operations, aggregated $202,- 
708,000 at June 30, 1961, This compared 
with $225,086,000 at June 30, 1960, the 
report noted, 

Stockholders were informed that the 
C. I. T. life insurance subsidiaries, 
Patriot Life Insurance Co. and the North 
American Company for Life, Accident 
and Health Insurance, made further 
gains during the past six months in the 
amount of ordinary life insurance in 
rorce 


the 
Minute Man 
is 
still 


on 
call 
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HAUFF MARINE MANAGER 
John Hauff has been promoted to 
American Insur- 
office 
1955 as an 


marine manager at the 
ance Group’s Indianapolis branch 
He joined The American in 


underwriter in the Chicago branch office. 
He became an 


two years later, 


underwriting supervisor 
and in 1960 was trans- 


ferred to the Indianapolis branch. Prior 
to joining the American, Mr. Hauff 
spent two years as an underwriter with 


the Home Insurance Co. He attended 
Wheaton College, Illinois, and the In- 
surance Institute of America 


today’s 
Minute Man 


..at the Middlesex Mutual and 
Lynn Mutual Companies assures 
you of fast action in solving 
service problems, and helps you 
to build sounder client relation- 
ships. Providing prompt, de- 
pendable, understanding service 
‘for their Agents is traditional 
with the “Minute Man Compa- 
nies”... among the oldest of 
“America’s Mutual Fire Insurance 

Companies. More and more, 
today’s progressive Agents. are 
turning to Middlesex Mutual 
- and Lynn Mutual for the mod-— 
a eeie tinea tee rv: 






Form Reinsurance Firm in New York 


Formation of a new reinsurance firm, 
S and E International, Ltd., with head- 
quarters at 55 John Street, New York, is 
announced by Bernard J. Daenzer, pres- 
ident. The new firm, which will write 

ill classes of reinsurance, will specialize 
= the application of new techniques for 
multiple peril contracts and excess of loss 
treaties. 


S and E International will begin busi- 





MARTIN C. T. JONES 


ness on September 1. It will also act as a 
clearing house by placing reinsurance 
business from the London and Continen- 


PHOENIX PROMOTIONS MADE 








Mueller Appointed Comptroller and 
Crandall Assistant Comptroller of 
Companies in Hartford 
Armin J. Mueller has been appointed 
comptroller and Arthur E. Crandall as- 
sistant comptroller for the Phoenix of 

Hartford Companies. 

Mr. Mueller is a native of Chicago and 
a graduate of the Armour Institute of 
Technology. He joined The Phoenix in 
1947 as state agent for eastern Michigan 
after experience with the Chicago Board 
of Fire Underwriters and the Michigan 
Inspection Bureau. During World War 
II he served in the War Department 
Safety and Security Branch as explosive 
safety engineer and civilian head of the 
Fire Prevention Department. 

In 1950 he was made manager of 
Wayne County, Michigan and in 1953 
was called to the home office as assist- 
ant secretary. He was promoted to 
secretary in 1957 as liaison for Phoenix’ 
electronic data processing program and 
in charge of research and engineering. 
He is president of the Connecticut Chap- 
ter of the Chartered Property and Cas- 
ualty Underwriters (CPCU). 

Mr. Crandall, a native of Berlin, Conn. 
is an alumnus of the University of Con- 
necticut. He joined the Phoenix in 1949 
in the tabulating department and in 1955 
was made assistant superintendent. In 
June, 1957, he was promoted to assistant 
to the comptroller. He is a member of 
CPCU and has attended the Hartford 
College of Insurance and the IBM school. 
In 1957 he was selected by the dean and 
faculty of Hartford College of Insurance 
as outstanding CPCU candidate. 


tal markets in United States companies 
and by placing reinsurance from the 
United States companies in the overseas 
market. 

Martin Clement Trevor Jones has been 
named vice president and director of S 
and E International. Since 1957 Mr. 
Tones has been with the Nordstern 
Group of Insurance Companies in Col- 
ogne, Germany, as adviser on interna- 
tional insurance and reinsurance matters. 
Mr. Jones was previously manager of 
Swann & Evere‘t, Ltd., London, fire 
and casualty underwriting manager of 
the Sovereien Marine & General Insur- 
ance Co. of London, and on the Control 
Commission for Germany being respon- 
sible for commercial insurance operations 


throughout the British Zone of Ger- 
many 
Mr. Jones was born on June 20, 1915, 


in Chester, England. His father served as 
a director of the Sea Insurance Co. of 
Liverpool and of the Booth Steamship 
Co. Martin Jones was educated at Rug- 
hy School and Trinity College, Cam- 
hridge and served for six years in World 
War II, reaching the rank of lieutenant 
commander. His initial insurance train- 
ing was with Willis Faber & Dumas, 
Ltd., London, followed by two years 
with the brokerage firm of Jauch & Hue- 
bener in Hamburg prior to outbreak of 
the war. 


Juillerat Asst. Editor 


NFPA Fire Record Dept. 


Ernest E. Juillerat, Jr., has been ap- 
pointed to the staff of the National Fire 
Protection Association in Boston as as- 
sistant editor, Fire Record Department, 
it is announced by Percy Bugbee, gen- 
eral manager. 

NFPA originates codes and standards 
of fire safety used throughout the United 
States and Canada to protect lives and 
property from fire, For the last 13 years 
Mr. Juillerat has been doing technical 
and creative writing for Union Carbide 
Chemical Co. in Charleston, W. Va. 

A native of Indiana and a former resi- 
dent of Dunbar, W. Va., he was edu- 
cated at Capital City Commercial Col- 
lege in Charleston, W. Va., and at West 
Virginia State College. 


Change in Hawaii 


(Continued from Page 24) 





dollars then being written by 
and British companies, 
Familiar as the idea seems today, Mr. 
O'Neill stated, it was radical at the time. 
“Daring and foresight brought Hawaii's 


American 


first insurance company into being in 
1911 with capital stock of $100,000,” the 
First Insurance Company’s president 
said. 


Business began for the insurance ven- 
ture on August 15, 1911. The office was 
staffed by a manager, three employes 
and seven agents. 

Mr. O'Neill, well-known insurance man 
and Los Angeles regional manager for 
the Royal-Globe Insurance Companies, 
was elected president and director of 
the Home Insurance Co., July, 1958. The 
Home achieved its first $1,000,000 month 
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Excelsior Shows Gains 


In First Half of 1961 





FORREST H. WITMEYER 


President 


Despite the most severe winter weather 


in years with many resulting fires and 
pena claims, the Excelsior Insur- 
ance Co. of New York at Syracuse re- 


ports sie earnings of $103,355, or 57 
cents a share during the first six months 
of this year. 
ized earnings of $162,328 or 90 cents a 


This compares with real- 


share during the same period of 1960. 
Among the highlights of the first six 
months were an underwriting gain of 
$29,580, net investment income of $59,003 
and realized investment gains of $34,487. 
Losses and loss expenses were 56.3% 


earned premiums while expenses were 
43% of written premiums. Comparable 
figures a year prior were 474% and 
40.4%. 


In reporting to directors at their quar- 
terly meeting President Forrest H. Wit- 
meyer pointed out that during the year 
ending June 30 assets had increased 4% 
to $4,171,584, surplus was up 39%, net 
written premiums gained 8.3%, earned 
premiums were up 19%, and stockholders’ 
equity increased 10.4% from $14.12 to 
$15.59 a share—a new high in the com- 
pany’s 42 year history. 

It is expected that premium volume 
will show a further substantial increase 
during the second half of 1961 according 
to Mr. Witmeyer and, barring unforeseen 
catastrophes such as major windstorms, 
“we look for profitable operations during 
the remainder of the year.” The Excel- 
sior is represented by nearly 1,000 lead- 


ing agents, in 14 states, and most of 
them are also stockholders of the com- 


pany. Most of the 21 directors are also 
insurance agents from various states. 





in 1960 and closed out last year with a 
record $9,697,789, in gross premiums. The 
company, now staffed by 225 not only 


writes its own insurance policies but 
acts as general agent for 27 mainland 
firms. 


Home 1961 Figures 


(Continued from Page 24) 


miums was reduced from 38.6% to 38.2%. 
The combined operating, loss and ex- 
pense ratio for the first half year was 
105.1% as compared with the 1960 half 
year ratio of 99.7%. 

The Home’s unearned premium re- 
serves in the first six months of the 
year increased by $7,840,880 to $239,712,- 
838 and loss and loss expense reserves 
from $88,634,717 to $90,556,137. Net in- 
vestment income increased from $8,229,- 
535 to $8,638,788, a total which does not 
include capital gains of $3,786,671 


Mr. Black said that The Home’s life 
affiliate, Peoples-Home Life Insurance 


Co. of Indiana, increased insurance in 
force from $170,812,742 on December 31, 
1960, to $183,252,503 on June 30, 1961. 
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Smith on Competition 


(Continued from Page 1) 





» the shrinkage in their share of the 
yal insurance market. 

“They are frustrated by the distrust of 
heir agents in measures which are ob- 
iously necessary to compete in today’s 
rarket. 

“They are puzzled by agents’ opposi- 
ion to any loosening up of rating laws 
vhich would enable their companies to 
iove more rapidly in a swiftly changing 
iarket. 

“They are worried because they do not 
-ee the growth in agency ranks to keep 
p with the expanding economy and to 
rovide for continuity. 

“What is to blame for all of this?” 
‘resident Smith asked, “For the most 
if it we blame competition and in that 
respect let’s not deceive ourselves. They 
re selling cost, which is a real and im- 

rtant consideration, to the insurance 
huying public. I have seen it said in 
tirade journals that the American Agency 
System offers its clients and prospective 
customers quality and service—at a slight- 
lv higher cost. Is it not time we stopped 
deluding ourselves into believing that 
we have a monopoly on quality and serv- 
ice and that for this reason. alone consum- 
will prefer the American Agency 
System? We all know that we have no 
such monopoly. Quality and service are 
essential in our business but todav’s con- 
sumer considers price equally with qual- 
ity and service. 

“We do not intend to sacrifice quality 
and service in order to reduce prices. 
What then is left? Where can we econ- 
omize and still ma: ntain our standards 
of quality and service? 


Economies That Are Possible 


“The answer is obvious: compinies and 
arents, alike, must reduce the expenses 
of record keeping, billing, accounting, 
administration, and the countless other 
h usekeeping functions. 

“Automation and the marvels of elec- 
tronic data processing are at once avail- 
able, but due to the old fears of change, 
this remarkable cost cutting potential has 


ers 


remained virtually untapped by _ inde- 
pendent agents and companies. Some 
progress, however, has been made. The 


handling of the vast mountains of sta- 
tistics, calculations and figures attendant 
to company operations is now being ac- 
complished by a number of companies 
with electronic data processing. 

“As a result, there has been consider- 
able increase in efficiency, and an ap- 
preciable decline in operating expense. 
But, at the same time, many agents 
continue to spend valuable hours in their 
offices laboring over a host of burden- 
some details which should be more eco- 
nomically handled by the processing 
systems maintained and operated by your 
companies,” Mr. Smith observed. 

“Companies and agents must agree to 
eliminate as much as possible the dupli- 
cation of effort that now exists. Direct 
billing and continuous policies offer great 
possibilities and they have already been 
accepted by many agents. 

“These, then are some of the possibil- 
ities which interest many of your com- 
panies and which should be examined in 
an atmosphere of mutual trust. Individ- 
ually, I am sure your companies are 
seeking other answers to the problem. 
Of course, I am unable to speak for 
others but you may be interested in some 
recent measures our company has 
adopted to cure these ills confronting 
our business system. 


INA Agency Affairs Unit 


“In the this 


beginning of year we 
established an agency affairs unit 
charged with the responsibility of in- 


vestigating and interpreting the prob- 
lems and opportunities confronting INA 
agents. As a part of that program we 
acquired a substantial interest in a local 
agency, Patterson, Bell & Crane of 
Charleston, W. Va., for the purpose of 
learning how the company-agency part- 
nership can be improved—how handling 








BRADFORD 


SMITH, 


JR. 


expense can be reduced—how accounting 
can be streamlined and integrated be- 
tween agency and company—how poli- 
cies may be made more saleable and 
marketing practices may be bettered. 

“We made no secret of this purchase. 
Indeed, we publicized it as widely as pos- 
sible, because we believe thinking agents 
will hail this forward step in constructive 
research, | am happy to say that our 
competitors have been helping us with 
the publicity lately,” President Smith 
commented, 

“Right now we have a team working 
on the relationship of many of these 
problems to electronic data processing, 
in which field we have developed and 
are using what we are told is the first 
completely integrated basic system. The 
team consists of experts in agency mat- 
ters, applied electronics, and  under- 
writing. The agency we have purchased 
makes an ideal testing ground for the 
projects assigned to this research team. 

“We are currently engaged in detailed 
study of every function of the agency. 
This is the first time we have been able 
to examine the entire agency function 
from order blank to profit and loss 
statement, and we are reviewing this 
material in conjunction with our own 
processing practice in an effort to find 
areas where they may be integrated 
profitably for agent and company. 

Automated Accounting 

“We are also installing an automated 
accounting system and the project is 
being observed in detail so that every 
phase of the transition may be docu- 
mented for use by our agents. Addition- 
ally, members of our processing man- 
agement staff are being exposed to the 
practical operation of the agency so as 
to acquire a more sympathetic under- 
standing of the agency function. 

“While we have had magi nificent co- 
operation from our agents in such mat- 
ters in the past, there have been some 
areas of experimentation which involved 
risks and costs beyond that which we 
could reasonably ask of our agents,” 
President Smith stated. 

“Continuing our course of action, we 
announced several weeks ago the de- 
velopment and availability of the INA 
agency builder program. The INA agen- 
cy builder is a program of direct assist- 
ance for the growth and expansion of the 
American Agency System. Specifically, 
it provides for assistance to insurance 
agents in the recruiting, screening, se- 
lecting, training and financing of new 
personnel specializing in the produc- 
tion of personal lines business.” 

Protection of the public against loss 
due to insolvencies, the INA executive 
noted, should be the prime function of 
the state insurance departments, rather 
than domination of the daily activities 
of the business under laws which were 
never intended to produce this stultifying 
result. 

“I most emphatically urge each and 


every one of you,” he told the agents, 
“to think long and hard before you join 
the ranks of the advocates of more rigid 
regulation, abolition of deviations, para- 
mount bureau rates, compulsory bureau 
membership, routine public rate hear- 
ings, prior approval of rates and other 
devices to hamstring competition and 
dominate the insurance scene.” 


Life Insurance Factor 


Turning to another aspect, Mr. Smith 
stated that the decision by the New 
York Court of Appeals holding that a 
life insurance company may own a fire 
and casualty company clearly forecasts 
another revolutionary change in our busi- 
ness, 

“Once exposed to 
the catalytic influence of this decision, 
natural forces will draw fire, casualty, 
marine, automobile and life insurance to- 
gether under a single banner of insur- 
ance.” 

This means, he observed, that agents 
will sooner or later be under great pres- 
sure to add life insurance to agency serv- 
ices, if they have not already done so. 

Concluding, Mr. Smith told the agents 
that in spite of the problems facing the 
stock company-agency business, “ours 
is still the most exciting and rewarding 
of endeavors. Insurance touches every 
facet of life and has been the silent part- 
ner in some of the greatest adventures 
undertaken by men. Let us be certain 
that the American Agency System shares 


each other under 
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Mullin Buffalo State 
Agent in Ohio, Pa., W. Va. 


Russell W. Mullin has been appointed 
state agent for the Buffalo Insurance Co. 
He will assist Ed. Davis in the Ohio- 


Western Pennsylvania-West Virginia 
territory. Mr. Mullin majored in busi- 
ness administration at the University 


of Pennsylvania and acquired most on 
his early insurance training with the 
National Union. His production experi- 
ence, however, has been in Ohio with 
the American Casualty and the Boston 
as state agent. 

He is treasurer of the Euclid, Ohip, 
Lions Club and is active in.other civic 
organizations. He is also a member of 
the Cleveland Field Club, the Blue Goose 
and P.T.A. He taught the elementary 
fire course for the Insurance Board of 
Cleveland and conducted the “Workshop 
Classes of Fundamentals in Fire” for the 
educational department of the Ohio As- 
sociation of Insurance Agents in Paines- 
ville, Ohio. 





in the magnificent adventures 
come. 

“With a rededication to the principles 
of advancing the int — ts of the policy- 
holder first, last and always, coupled with 
a renewed spirit of cooperation between 
companies and agents, our combined fu- 
ture will be as rewarding as has been our 
enviable past.” 


yet to 
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Lh eih’s MULTI-PERIL APARTMENT HOUSE POLICY 


Now, the modern technique of insurance 
packaging brings broader coverage at a 
substantial saving to apartment building 


One broad policy provides all the basic 
property and liability coverages pros- 
pects usually need. Special features 
include rental income provisions.. 
matic extra expense coverage to $1,000... 
sixty day coverage for new construction. 
Check now for availability in your state. 


Comprehensive sales and underwriting 
kit on package—policy production...now 
helping L & L agents build premium 
volume across the nation. Contact your 
L & L fieldman or write Advertising 


Y Lonpvon & Lancasnire INSURANCE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTO. 


20 Trinity Street, Hartford, Connecticut 
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Travelers Names Two as 


Fire-Marine Agency Mgrs. 


Two appointments to manager, fire- 
marine agency department at The Trav- 
elers Insurance Co. have been announced. 
Promoted were Swift S. Sparks, Rich- 





SWIFT S. SPARKS 


mond, Va. and Reece G. Johnson, Jr., 


Little Rock, Ark. 





REECE G. JOHNSON, JR. 


Mr. Sparks joined The Travelers in 
1951 as a field supervisor, fire and marine 
agency department at Houston, Tex. He 





AUTO 
—-UNDERWRITERS 


Openings are immediately available 
for experienced auto underwriters in 
our suburban Long Island office. Col- 
lege degree required. Promotion pos- 
ibilities are among the best in the 
field and the right men will quickly 
move to management status. 
Starting salary open. Periodic merit 
reviews; complete employee benefit 
package. Send resume to: 
Box 2934, The Eastern Underwriter, 
93 Nassau St., New York 38. 








was transferred to Little Rock and 
named assistant manager in 1953 and 
manager in 1958 at that office. A grad- 
uate of So. Methodist University, he 
holds a B.A. degree. 


Mr. Johnson joined the company in 
1956 as a field supervisor, fire and marine 
agency department at Jacksonville, Fla. 
and went to Orlando, Fla. in that ca- 
pacity. In 1959 he was named assistant 
manager and in 1960 assistant manager, 
casualty-fire lines at that office. Mr. 
Johnson was graduated from the Uni- 
versity of Florida and holds a BSBA 
degree. 


Wood Vice President 


T. Fred Wood, former president of the 
Founders of Los Angeles, has been ap- 
pointed resident vice president in charge 
of West ‘Coast operations of the Houston 
Fire & Casualty Group of Fort Worth, 
according to J. M. Ferguson, Jr., presi- 
dent. Mir. Wood has had extensive ex- 
ecutive experience in underwriting and 
production, having formerly been asso- 
ciated with Southern Cailfornia Automo- 
bile (Club, Allstate and Pacific Employ- 
ers. Coast headquarters for the group 
will be in Pasadena, Calif. 


Fire Doors and Windows 


Important changes have been incor- 
porated into a_ revision of the NFPA 
standard covering installation of fire 
doors and windows (NFPA No. 80) just 
issued by the National Fire Protection 
Association, 

The 1961 edition of this guide includes 
recognition of listed panic hardware for 
use on fire doors and an added listing 
of horizontal sliding composite steel 
doors. Among other revisions are pro- 
visions dealing with track, closing de- 
vices and the glazing of windows. 

The revised standard, developed by the 

NFPA committee on fire doors and win- 
dows chairmanned by W. K. Estep of 
the Middle Department Association of 
Fire Underwriters, Pittsburgh, was 
adopted at the recent NFPA annual 
meeting in Detroit. 

Copies of the standard (NFPA No. 
80, 70 pages, $1.00) are available from 
the National Fire Protection Association, 
60 Batterymarch St., Boston 10, Mass. 


TRANSAMERICA 1961 FIGURES 


Transamerica Corporation reports to 
its stockholders that the corporation’s 
consolidated net income for the six 
months ended June 30 was $7,516,700. 
This was equivalent to 61 cents a share 
of the average number of shares of 
common stock, 12,250,695, outstanding 
during the period. Net income for the 
comparable period of 1960 was $7,877,400, 
equal to 65 cents a share of a lesser 
number of shares, 12,147,058, outstand- 
ing on June 30, 1960, the corporation 
reported. 
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Miss Pennsylvania Names Winners 
In INA’s National Sales Program 


Miss Pennsylvania helped celebrate 
Insurance Company of North America’s 
nationwide summer sales program in 
Philadelphia recently. E. Lynne Mal- 
oney, who will represent Pennsylvania in 
the Miss America pageant in Atlantic 
City this fall, visited INA’s Philadelphia 
metropolitan service office and assisted 
Robert Morris, an INA official, in an 
award presentation. 

With summer fun and outdoor living 
as its theme, INA is conducting a sales 
production program featuring a variety 
of sales incentive awards for the com- 
pany’s more than 20,000 independent 
agents and brokers. 

Top winners were Thomas B. Charles 
Agency, Philadelphia, and C. Earl Zelley 
Agency, Collingswood, N. J. 

July 10 was the starting date of the 
program which is designed to add excite- 
ment to the business of selling insurance. 
There are different prizes for each week 
in the program—one main prize and 10 
secondary awards. To qualify, each agent 
must sell one or more of any of the 
company’s personal insurance policies, 
such as Homeowners, automobile, life, 


or accident and sickness; or one or more 
of any of INA’ s commercial policies such 
as the company’s specially tailored apart- 
ment owners, office building or motel 
policies. Although the program is being 
conducted throughout the United States 
and Canada, each of INA’s service office 
territories award 11 weekly prizes. 

Other winners for the week from 
INA’s Philadelphia metropolitan service 
office included: 

Sweeney & Clyde, Chester, Pa.; Dur- 
gin Insurance Agency, Palmyra, N. J.; 
M. J. Krasney Co., Atlantic City; Al 
Sproul, Jr. Agency, Lansdowne, Pa.; 
Harry ‘C. Parker, Philadelphia; Charles 
R. ‘Myers Associates, Merchantville, 
N. J.; Einer C. Berg Agency, Philadel- 
phia; Weiner Bershaw Agency, Phila- 
delphia; ‘Higham, Neilson, Whitridge & 
Reid, Inc., Philadelphia ; A.M. Blanche, 
Inc., Bala Cynwyd, Pa.; Watson & 
Schwartz, Levittown, N. i Watson & 
Schwartz, Phil adelphia; Joseph M. Baltz 
& Co., Ardmore, Pa.; Dean Ahren, Ches- 
ter, Pa.; Bordman- Hamilton Company, 
Philadelphia ; James A. Ryan, King of 
Prussia, Pa. 





Five Appointed in Field 
By Royal-Globe Companies 


Royal-Globe Insurance Companies has 
announced the following field appoint- 
ments: W.H. Forney, formerly at Oma- 
ha, has been transferred to New Or- 
leans as casualty manager. Mr. Forney 
joined Royal-Globe in New York in 
1937 and has been at Omaha since 1949. 

James R. Ormsby has been named 
casualty manager to succeed Mr. For- 
ney at Omaha. Mr. Ormsby has been 
with Royal-Globe since 1953 and for the 
past two years has been supervising cas- 
ualty underwriting at the St. Louis office. 

Richard H. Long has been appointed 
special agent in the Southeast Nebraska 
field. Mr. Long will assist State Agent 
G. Thurston Phelps and will make his 
headquarters at Lincoln, Neb. 

Henry A. Tartre has been named spe- 
cial agent at Portland, Maine, to assist 
State Agent Richard G. Wragg. Mr. 
Tartre is a native of Maine and has com- 
pleted training in the New York and 
Royal-Globe’s Boston regional office. 

Joseph M. Hudson has been named 
boiler and machinery special representa- 
tive for Pennsylvania and Southern New 
Jersey. He will make his headquarters 
at the Philadelphia regional office. 


Peerless Reports on 
Operations for 1961 


At a quarterly meeting of the directors 
of Peerless Insurance Co., the operations 
for the first six months of 1961 were re- 
viewed. President John O. Talbot re- 
ported that the statutory underwriting 
loss of $574,000 is the result of an in- 
creased investment of $200,000 in un- 
earned premium reserve, prepayment of 
$200,000 of expenses, and unfavorable 
loss ratios in the fire lines, especially 
Hi meowners — peril and extended 
coverage. Nevertheless after payment of 
dividends, policyholders’ surplus in- 
creased $353,000 during the period. 

The United Life and Accident, 84% 
owned affiliate, earned a statutory un- 
derwriting profit of $213,000 after in- 
creasing Ordinary life in force by $22,- 
000,000 during the best six months’ 
growth in Ordinary life in the history 
of the company. 


BUFFALO ADJUSTING CHANGE 


The former partnership of Cadman & 
Young, Buffalo, N. Y., independent ad- 
justers, has reorganized and now oper- 
ates as Cadman Adjusters, Inc., with new 
offices at 995 Ellicott Square Building. 
Mr. Young has resigned from the firm. 





F. E. Dougherty Dies 


Francis E. Dougherty, a vice president 
of the Glens Falls Insurance Co. since 
1959, died recently at Evanston, IIL, 
Hospital, following a long illness. Mr. 
Dougherty was in charge of the com- 
pany’s central department, with head- 
quarters in Chicago. 

Mr. Dougherty entered the employ 
of the Glens Falls in 1929, after grad- 
uation from Fordham University in New 
York, While at Fordham he captained 
two of the all-time Fordham basketball 
teams and was selected by New York 
sportswriters as captain and guard of 
the All Eastern Collegiate team of 
1929. 

He received his first field assignment 
with the Glens Falls in 1933 when he 
was transferred to the company’s Col- 
umbus, Ohio, office as underwriter. In 
1935 he was promoted to special agent 
and moved to Syracuse, N. Y., office 
where he became casualty manager in 
1948. Shortly thereafter his responsi- 
bilities were enlarged when he was given 
the managership of the company’s new- 
ly-created Western New York depart- 
ment, with headquarters in Syracuse. In 
1957, Mr. Dougherty was made secretary 
in charge of the central department and 
in 1959 assumed the position of vice 
president there. 

Mr. Dougherty is survived by his wife, 
the former Mary Eleanor Kelly, of 
Syracuse; a daughter, Deann, and two 
sons, Paul and David. 


Buffalo to Get Univac 


The Buffalo Insurance Company has 
signed a contract with the Univac Divi- 
sion of Sperry Rand Corporation for a 
Univac Solid-State computer system, 
President Victor T. Ehre announces. 
“With the installation of the Univac 
computer,” Mr. Ehre said, “Buffalo In- 
surance will further modernize its office 
procedures to obtain valuable and neces- 
sary management reports beyond any- 
thing we have been able to do in the 
past.” 

The Univac Solid-State system per- 
forms up to 705,600 additions or sub- 
tractions a minute, 250% faster than 
previous equipment. The computer will 
automate all premium and loss account- 
ing, policy and renewal certificates, 


agency operation analyses, account audits, 
management reports on operating ex- 
penses, analysis relating to claim process- 
ing and rate making statistics and over- 
all industry analysis. 
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Insurance Exhibit at 
New York State Fair 


The Insurance Council of Syracuse, 
N. Y., will sponsor a display of educa- 
tional and safety features in the fields 
of fire and casualty insurance at the 
State Fair in Syracuse. Colored movies, 
display pieces, pamphlets and brochures 
will tell the story in many and varied 
forms, There will be machines to be 
operated by the visitors, in the fields of 
fire safety, traffic safety and driver re- 
action with an automobile. 

The display will be manned by mem- 
bers of the council, an organization rep- 
resenting 43 leading capital stock insur- 
ance companies with an individual mem- 
bership of 150 men from those com- 
panies. The council is being given as- 
sistance by the Insurance Information 
Institute and the New York State Asso- 
ciation of Insurance Agents. 

Harvie D. Manss of Hartford Insur- 
ance Group is general chairman of the 
project with Willard F. Tolles of Crum 
& Forster Group as assistant chairman. 
Floyd L. Holdridge of America Fore 
Loyalty Group is chairman of advertising 
and publicity, assisted by Patrick Haley 
of Agricultural Insurance, Walter D. 
Bateman of Continental-National Group, 
M. W. McCusker of Hartford Group, 
and Frank M. Hause of the Peerless. 

C. Lawrence Newman of Commercial- 
Union-North British Group and William 
J. Obrist of General Accident are co- 
chairmen of the manpower committee. 
They will be assisted by Matthew A. 
Donner Jr. of Centennial and Edward C. 
Farrell Jr., of Royal-Globe. 


___ Rating Integrated 


The New England Fire Insurance Rat- 
ing Association announces the rating 
functions for the entire eastern Massa- 
chusetts territory, including the City of 
Boston, have been integr rated under two 
departments, the improved risk depart- 
ment which handles the rating of sprin- 
klered property, and the schedule rat- 
ing department which rates unsprinklered 
properties. 

Under the new set-up, Manager D. F. 
Collins continues his responsibility over 
the rating of sprinklered risks through- 
out the entire territory served by 
NEFIRA, Divisional Manager Harold G. 
Nayler, formerly of the Boston division, 
continues as divisional manager with 
responsibility for rating of sprinklered 
risks in the eastern Massachusetts ter- 
ritory. Divisional Manager B. A. Chase 
assumes responsibility for rating of all 
unsprinklered risks in eastern Massa- 
chusetts, including Boston. 








New Hampshire Agents 


Issue Convention Program 

Robert E. Battles of Los Angeles, past 
president of the National Assn. of In- 
surance Agents, and George B. Salter, 
executive vice president of the Provi- 
dence Washington Insurance Co., will 
headline the program of the 62nd annual 
convention of the New Hampshire As- 
sociation of Insurance Agents at the 
Balsams in Dixville Notch, N. H., Sep- 
tember 11-12. Mr. Battles will open the 
official program on Monday evening with 
his talk on “Economies and Progress 
Through Agency-Company Relations.” 
Mr. Salter will address the Tuesday 
morning session on “Trends in Our Busi- 
ness.” 

Joseph D. Young, superintendent of 
the Insurance Co. of North America’s 
School for Agents, will also speak on 
the Tuesday morning program on the 
topic, “Qualifying the Agent.” 

Round-table discussions will follow the 
Tuesday luncheon. Participants and the 
moderators are: fire insurance, Arlon W. 
Jenison of Nashua, N. H., moderator, 
assisted by Edward O. Powers, New 
Hampshire Insurance Group, and Peter 
Haslam, Vermont Mutual Fire and 
Northern Security. 

Henry M. Weston of the Gilbert & 
Weston, Inc. agency in Claremont will 
moderate a casualty panel and Vincent 
Wenners of the Phoenix of Hartford 
Group will assist him. 

Multiple lines will be handled by Joseph 


E. Connary of the Frank L. Kendall 
Insurance Agency, Inc., of Rochester as 
moderator with Frank C. McGlauflin, 
special agent for the St. Paul, giving 
the assist. 

Norman Jacobs of Jacobs Insurance 
Inc. of Berlin will be moderator for the 


automobile insurance session and will be 
assisted by H. Richard Spurway, Man- 
chester resident manager for the Amer- 


ican ‘Casualty. President Edward M. 
Cavaney, head of the A. B, Gile Co. 
of Hanover, will preside over the an- 


nual business meeting to be held Mon- 


day afternoon. 


Buffalo Agency Partners 

John T. Connolly of the Connolly 
Agency in Buffalo, N. Y., and Paul E. 
McManus announce their partnership as 
the Connolly Agency. Mr. McManus has 
been associated with a local insurance 
office for three years. 

Mr. Connolly was associated with the 
Employers Mutual for five years prior 
to starting the Connolly Agency in July, 
1959, 


Six National Groups in Joint 





Service Organ. Operations 


Association of six national insurance 
producing organizations in a joint ven- 
ture providing engineering, inspections 
and similar services on a nationwide 
basis is announced by A. D. Langham, 
senior partner of Langham, Langston, 
Burnett & Dyer, Houston, Tex., one of 
the firms. 

Others in the new set-up are Alex- 
ander & Co., Chicago; Sexton & Co, 
Minneapolis and Portland; Francis C. 
Carr-Fox & Pier, New York City; Alex- 
ander, Sexton & (Carr of California; 
Alester G. Furman Co., Greenville, S. 
and Allen Russell & Allen, Hartford. 

They will carry on their joint service 
operations as Alexander, Sexton & Carr, 
Inc., said Mr. Langham, with each 
member firm offering complete national 
service without necessitating individual 
staffs in each territory and with each 
unit remaining completely autonomous. 
Mr. Langham emphasized that it is an 
association to give service and is not a 
merger. 


Kienke Rochester Special 
For N. Y. Underwriters 


Henry C. Kienke has been appointed 
special agent for the New York Under- 
writers Insurance Co. in Rochester, 
N. Y. Mr. Kienke, who assumes his new 
duties later this month, succeeds Walter 
Clark who has retired. 

A native of Brooklyn Mr. Kienke en- 
tered insurance in 1946 and was with 
two other insurance companies for 15 
years as an underwriter and special agent 
in western Pennsylvania. 

A World War II veteran of four years’ 
service with the Navy in the Pacific, 
he is a member of the Elks and the 
American Legion. He is president of the 
Smoke and Cinder Club, a fieldman’s 
organization in western Pennsylvania, 
and is also active in church and civic 
organizations. 


VA. AGENTS’ INSTITUTE 


The Virginia Association of Insurance 


Agents held it’s 14th Insurance Institute 
on August 13-16 at the University of 
Virginia, Charlottesville. The Institute 


is under the direction of the education 
committee of VAIA in cooperation with 
the Extension Division of the University 
of Virginia. Over 100 students attended 
the school. 





Realty Firm Acquires 


Four Insurance Agencies 


The Futterman Corporation of New 
York City, an $80,000,000 publicly-held 
realty firm which owns and operates 
properties in 23 American cities, has ac- 
quired a group of four affiliated insur- 
ance agencies in Chicago and Miami, it 
is announced by Robert A. Futterman, 
president and chairman of the board. 
Added to the corporation’s diversified 
holdings are Bergman & Lefkow Insur- 
ance Service, Inc., Berkow Corporation, 
and Bergman Exchange Agéncy, Inc., 
all of Chicago, and Bergman’s Exchange 
Agency, Inc., of Miami. These officers 
can write general, life, and group in- 
surance in all states. 

Mr. Futterman pointed out that the 
Bergman & Lefkow and Berkow units 
are to be consolidated into a newly 
formed subsidiary of the corporation to 
be known as the Bergman & Lefkow 
Insurance Agency, Inc. Samuel N. Berg- 
man, former owner of the acquired firms, 
has entered into a contract with the new 
company and has been named president 
and director. All present personnel will 
be retained, and new personnel added to 
handle expected new business. The pres- 
ent combined annual premium income 
of the four agencies is in excess of 


$5,000,000. 


BRIESMEISTER JOINS BROWN 

W. C. Briesmeister has been named 
an assistant vice president of Geo. F. 
Brown & Sons, Inc., of Chicago special 
risk underwriters. Before joining Brown 
earlier this year as manager of the New 
York office, Mr. Biriesmeister was senior 
casualty underwriter for American Inter- 
national Underwriters. He is a member 
of the Casualty & Surety Club of New 
— and a graduate of Columbia Col- 
ege. 


PA. AGENCY TO MOVE 
William A. Gum, Inc., general agency 
in Line Lexington, Pa., for the Harleys- 
ville, Pa., Insurance Companies, will move 
its offices late this fall to larger quarters 
in a building recently purchased by the 
agency in nearby Landsdale, Pa. 


JOHN PETRO DIES 
John Petro, an insurance agent in 
Scranton, Pa., died August 4. He also 
had been active in banking circles in the 
Scranton area. 
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Exceptional domestic and foreign facilities. 
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American Bureau Pres. Gives Status 
Of Global Shipbuilding in Past 6 Mos. 


In making his report on shipbuilding throughout the world in the first s 


of 1961, President David P. Brown of 


managers of his organization at their semi- annual meeting in New York, 
log of shipbuilding orders has continued to decline in most countries 


builders 


attract export shipbuilding, some 


r months 


American Bureau of Shipping told the heat of 


that back- 
. and that to 


in nations abroad are offering favorable 


deferred payment terms spread out over a number of years. 


In the United States, he notes, the 


shipbuilding industry cortinucs to receive 


moderate benefit from the postwar ship replacement program of the subs‘dised operators 


in conjunction with the Maritime 


tion on xassed vessels and 


Oil Tanker “Naess Sovereign” the 
Largest 

“Largest of the 44 new vessels com- 
pleted to Bureau Class in overseas ship- 
yards during the first half of 1961 was the 
88,500 deadweight ton oil tanker “Naess 
Sovereign”. This is the first of two sister 
ships of this size built for Anglo 
American Shipping Co., (Bermuda) Ltd., 
at the Mitsubishi-Nagasaki shipyard. 
Also completed at this yard was the 
7,250 ton tankshiz “Daiei Maru,” com- 
leted for Nitto 1 lee Co., Tokyo 
“Mitsui Shipbuilding and Engineering 
Company completed the 46,600 ton tanker 
“Texaco Anacortes” for Texaco (Pana- 
ma) Inc., this being the second of two 
duplicates 

“The Ishikawajima-Harima Heavy In- 
dustries Co. yard at Aioi delivered the 
15,000 ton cargo ship “Apollonia” to 
Magrande Compania Naviera S. A. 

“Finished to Bureau Class requirements 
at the Sakurajima yard of Hitachi Ship- 
building and - pe tte Co. was the 
12460 ton “Transocean Shipper,” second 
of two sister ships built for the Philip- 
pine Government 

“Kawasaki Dockyard Co. finished the 
46,735 ton combination ore or oil carrier 
“Oswego Reliance” for Oswego Ore 
Carriers, an affiliate of Marine Transport 
Lines, New York. T 
three duplicates 

“The Kure Shipyards Division of Na- 
tional ped Carriers at Kure City, Japan, 
finished the 16,627 gross ton, twin screw, 
diesel p: spelled hopper and boom dredge 
“Tcoa” for Universe Tankships, Inc. This 
is one of the largest vessels of its type 
now in existence 

“The Kobe yard of Mitsubishi Heavy- 
Industries Reorganized Ltd. delivered 
the 20,000 ton bulk carrier “Montego” 
to Eagle Transport, Ltd 

“The Nippon Kokan K. K. yard at 
Shimizu finished the first of two 21,000 
ton bulk carriers, the “Captain John L,” 


This is the second of 





Administration. Mr. Brown’s run-down of mforma- 
new business in first half of 1961, 


foilows in Part II: 


for Elnavel, Inc., an affiliate of A. Livanos 
& Co. 

“The Nippon Kokan K. K. yard at 
Tsurumi finished the 21,000 ton bulk 
carrier “Argonaftis” for the Oceanfaring 
Co. S. A., London, England. 

The Uraga Dock Co. delivered the last 
three of six Bureau Classed 12,000 ton 
cargo vessels for the National Develop- 
med Co. of the Philippine Islands. These 
were the “Philippine President Osmena,” 
“Philippine President Roxas,” and “Phil- 
ippine President Garcia.” 

“At the Nipponkai Heavy Industries 
yard at Toyama the “27 Mayis,” a cargo 
vessel of 5,100 tons and the “Mimar 
Sinan,” a cargo vessel of 8,174 tons, were 
finished for the Denizcilik Bankaisi and 
D. B. Deniz Nakliyati of Turkey 

“A total of 16 vessels of 244.588 gross 
tons were completed to Bureau Class in 
Japan during the first half of this year, 
accounting for about 36% of the 679,548 
tons of commercial shipping built abroad 
under our supervision 


Completed to Bureau Class in Italy 
was the “Agip Bari,” first of three sister 
ships of 48,000 tons building at the Mon- 
falcone yard of Cantieri Riuniti dell 
’Adriatico for Societa Nazionale Metano- 
dotti 

“The San Marco yard at Trieste 
finished the 47,600 ton tanker “Amelia 
Grimaldi” for Sicula Oceanica S. A 

“The Ansaldo S.p.A. yard at Leghorn 
delivered the 50,100 ton tankship “An- 
tonietta Fassio” to Villain and Fassio 
and Compagnia Internazionale di Genova. 

“A passenger and auto ferry of 8,000 
gross tons was finished for “Adriatica” 
S.p.A. di Navigazione. This was the 
“Appia,” built by Cantiere Navale Breda, 
Venice. 

“At the Officine di Construzioni e 
“a apes in Tarato the “Portofino,” a 
bulk carrier of 18,000 tons, was finished 
for “Sicilnaviglio” Societa di Navigazione. 

“In Germany eight vessels of 135,141 
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tons were completed to Bureau Class. 
Finished at the A. G. Weser Bremer- 
haven shipya-d was the third of four 
freighters of 13,100 tons ordered by Com- 
pania M: aritima San Basilio, S. A. This 
was the “Eurybates.” 

“Delivered at the shipyard of Willy H. 
Schlieker, K. G., Hamburg, was the bulk 
carrier “Tyne Ore,” of 20,000 tons. This 
was the last of four built for Ore Car- 
riers of Liberia. The Rheinstahl Nord- 
seewerk at Emden finished the third 
of three duplicate cargo ships for the 
Hellenic Lines, Ltd., This was the “Hel- 
lenic Laurel,” of 13,1590 tons. 

“The fourth of six refrigerated ca go 
ships was completed by Bremer Vulkan 

Schiffbau for Surrey Shipping Co., a 
subsidiary of the United Fruit Co. This 
was the “Telde,” a vessel of 6,280 tons. 

The Kieler Howaldtswerke A. G. yard 
et Kiel delivered the 65,370 ton tanker 
“Naess Pride” to Norcape Shipping Co., 
(Bermuda) Ltd., an affiliate of the Naess 
Shipping Co. This is the second of three 
similar ships building to Bureau Class 
requirements. This yard also completed 
the 48,200 ton tanker “Esso Koln” for 
Esso Tankschiff Reederei. 

“At the Deutsche Werft, A. G. yard in 
Hamburg two 23,000 ton bulk carriers 
were delivered to the ZIM Israel Navi- 
gation Co. These were the “En Gedi” 
and “Timna.” 

“Built to Bureau Class in France was 
the 17,600 ton bulk carrier “Pentellina.” 
It was constructed for Cie Nantaise des 
Chargeurs de l'Ouest and Union Navale 
by Ateliers and Chantiers de la Seine 
Maritime. 

“In Belgium the “Caltex Madrid,” a 
tanker of 47,700 tons, for N. V. Neder- 
I; i Ische Pacific Tankvaart Mij, was com- 
ple ted by S. A. Cockerill-Ougree. 

In Holland, the second of two dupli- 
cate oil tankers being constructed for 
Nederland Pacific Tankvaart Mij by 
Wilton-Fijenoord N. V. was_ finished. 
This is the 32,000 ton “Caltex Naples.” 
“The Nederlandsche Dock shipyard at 
\msterdam finished the 24,950 ton tanker 
Pre ™ second of two similar vessels 
for the Black Sea State Steamship Line. 

aia A/B, Uddevalla, Swe- 
den, finished to Bureau Class require- 
ments the tanker “Burl S. Watson,” 
second of three 68,800 ton tankers for 
Ships, Inc., an affiliate of the Cities 
Service Oil Co. 

“In Great Britain, the “Gulf Briton,” 
first of four 40,000 ton tankers building 
at the Furness Shipbuilding Co, for 
Britama Tankers, an affiliate of the Gulf 
Oil Cc rp., was completed to Bureau Class. 


U. S. Vessels Completed 

“In the United States, 12 large vessels 
of 157,654 gross tons and 219,578 dead- 
weight tons were completed to Bureau 
Class during the first half of this year 
and all have been registered under the 
American Flag. Included were 3 tankers 
and 9 cargo liners. Largest of these was 
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the super-sized tanker “Mayflower,” a 
vessel of 28,254 gross tons and 46,348 
deadweight tons, built by the Sparrows 
Point, Md., shipyard of the Bethlehem 
Steel Company for J. M. Carras, Inc., 
New York. Completed at the Quincy, 
Mass., shipyard of Bethlehem Steel Co 
was the tankship “Mount Vernon Vic- 
tory,” of 46,248 tons, constructed for 
Mount Vernon Tanker Co., an affiliate 
of the Onassis interests. Also finished 
at this yard was the chemical carrier 
“Leland I. Doan,” a vessel of 16,584 tons, 
ordered by Marine Interests Corp., an 
affiliate of the Marine Transport Lines.” 

“Nine more of the approximately 300 
freighters which are scheduled to be 
ordered by the s«usidized shipping com 
panies to replace obsolete vessels were 
delivered. This makes a total to date of 
19 modern, high speed, transoceanic 
cargo liners 

“Largest of these was the ‘President 
Lincoln,’ first of two duplicates ordered 
by the American President Lines from 
the San Francisco shipyard of the Beth- 
lehem Steel Co. It is of 13,223 gross 
tons and 14.048 deadweight tons, and is 
equipped with geared turbine propelling 
machinery rete ie ng 19,250 shaft horse- 
power. 

“Completed for the Delta Line of the 
Mississippi Shipp'ng Co., New Orleans, 
La., were the first two of three duplicate 
cargo liners designed for the Gulf-South 
American trade. These were the ‘Del 
Sol’ and ‘Del Rio,’ of 13,100 deadweight 
tons, built by Avondale Shipyards, 
Avondale, La. 


Large Numb>r of Conversions 


“While the number of designs for new 
vessels being dealt with by the tech- 
nical staffs reflects the worldwide reduc- 
tion in shipbuild’ng, the total number 
of plans processed remains at a high 
level, owing largely to the unusual num- 
ber of conversions being carried out, 
mostly from tankers to other types, with 
bulk carriers predominating. In some 
conversions, only the internal structure 
and deck are modified, while others con- 
sist of new middlebodies attached to 
existing bow and stern sections. These 
middlebodies have been designed as ocean 
going bulk carriers, Great Lakes type 
bulk carriers, container carriers, LPG 
carriers, and special chemical carriers. 

“There have been converted recently, 
or are now undergoing conversion, 48 
ships, and, in addition, 38 have been or 
are about to be lengthened. 

“Three of the converted tankers are 
carrying molten sulphur at about 300° F. 
Owing to the high density of this cargo, 
the scantlings of the cargo tanks are 
required to be increased and _ provision 
has to be made for expansion of that 
part of the structure heated by the 
cargo. One former tanker has been 
fitted with two large cranes and con- 
veyor belts to act as a transfer vessel 
for handling bulk cargoes. 

“Among the new vessels being built 
to our classification are two river barges 
which will be entirely of alumnium. The 
larger of the two will be of 1,200 tons 
deadweight, and the main cargo tanks 
are to be bounded by smooth plating, 
for the carriage of snecial products such 
as chemicals of hieh purity or edible 
liquids, This involves a double skin 
construction with ell bottom and _ side 
framing between the inner and outer 
shells, and with the deck framing above 
deck. With this arrangement, danger of 
contamination is minimized and_ tank 
cleaning is facilitated. 

“A group of steel barges, also designed 
with smooth cargo tanks, is under con- 
struction. The density of cargoes to be 
carried is such that a full cargo may be 
carried in the smooth tanks, while the 
surrounding wing and bottom tanks have 
sufficient volume to carry cargo eco- 
nomically without using the smooth 
tanks. This permits cargoes to be carried 
in both directions without the delay and 
expense of tank cleaning before taking 
the return cargo.” 


(To Be Continued Next Week) 





OS See ee ee ae a ae ee 












The Eastern Underwriter 








OK SAFE DRIVER PLAN IN N. C. 


Commissioner Gold Rules Motorists 

With Clean Records to Get 10% 

Discount Effective Sept. 

North Carolina Insurance Commis- 
sioner Charles F. Gold has approved a 
safe driver liability insurance plan that 
will give motorists with clean records a 
10% credit below standard premium 
rates. The reduction will be in effect 
on all premiums due after September 1. 

He said it would mean three out of 
four insured motorists in the state wll 
get the credit. The other 25% will pay 
increased premiums up to 150% above 
the basic rate. 

Mr. Gold also gave collision insurance 
companies the option of putting in the 
reward plan, which was declared by the 
1961 General Assembly. The Commis- 
sioner has incorporated the reward plan 
into the regulations for assigned risk li- 
ability insurance. 

The Assembly directed Mr, Gold to 
set up a rating system to distinguish be- 
tween drivers with safe driving records, 
and those with a record of chargeable 
accidents. The North Carolina Auto- 
mobile Rate Administrative Office pro- 
posed the plan, which Mr. Gold adopted 
with some modifications. 

\ 10% discount below the standard 
rate would be given for policyholders 
with no record of chargeable accidents 
or traffic convictions during a three-year 
period. 

Under a point system for traffic viola- 
tions, insurance rates would be raised 
from 5% above the basic rate for one 
point, to 150% above the basic rate for 
eight points. 


Maryland Auto Rates Too 
High? Commissioner Says ‘No 


Maryland Insurance Commissioner F. 
Douglas Sears has rejected a_ petition 
from Baltimore Attorney Hyman A. 
Pressman for a hearing into “exorbitant” 
automobile casualty rates. 

The Commissioner denied the petition 
for several reasons “including the failure 
to give specific grounds for his (Mr. 
Pressman’s) general charge that rates 
are too high, 

“In view of this conclusion,” Mr. 
Sears stated, “It would seem unneces- 
sary at this time for me to make a de- 
termination as to whether your applica- 
tion is made in good faith.” 

Mr. Pressman’s petition contended 
that recent financial statements of in- 
surance companies indicated they have 
been making substantial profits. He also 
charged that companies were “arbitrari- 
ly” cancelling policies and “making a 
racket” of the assigned risk plan. 


Traffic Court Conference 
Judges, prosecutors, justices of the 
peace, court clerks, and attorneys will 
study how to improve court handling of 
traffic cases at the 15th annual Traffic 
Court Conference October 9-13, at the 
Northwestern University School of Law, 
Chicago. The conference will be con- 
ducted in cooperation with the Traffic 
Institute, Northwestern University, and 
the American Bar Association Traffic 
Court Program. 


Approved in Massachusetts 


London & Edinburgh Insurance Co., 
of London, England, is now on the 
approved list to do surplus line business 
in Massachusetts. Notice is being sent 
by the Massachusetts Insurance De- 
partment to all brokers and_ special 
brokers in the state. 











THOMAS R. DEW DEAD AT 64 


Federal Insurance Co. V.P. Started With 
Aetna Casualty in 1921; Was With 
Chubb & Son 

Thomas R. Dew, 6, vice president of 
Federal Insurance Co., died recently. 

A native of Lynchburg, Va. Mr. Dew 
was a graduate of Virginia Military 
Institute, a member of the executive com- 


THOMAS R. DEW 


mittee of the V. M. I. Alumni Assoc‘a- 
tion and a member of the board of the 
V.M. 1. Foundation. During World War 
I, he served as an officer in the U. S 
Army. 

Mr. Dew began his insurance career 
in the Richmond office of Aetna Casualty 
and Surety and became the manager in 
1921. He joined Chubb & Son in 1925 
and was appointed assistant to the pres- 
ident of United States Guarantee Co. in 
1928. He became a vice president of 
U. S. Guarantee and manager of its agen- 
cy department in 1931. In 1953 when the 
company was merged into Federal In- 
surance Co., he became a vice president 

On many occasions he has been Fed- 
eral’s representative on various 


com- 
miitees of the National Association of 
Casualty and Surety Companies and the 


National Association of Casualty and 
Surety Executives. In 1955 and again in 
1957 he was designated by the New York 
Superintendent of Insurance to serve as 
chairman of the industry committee on 
arrangements for the National Associa- 
tion of Insurance Commissioners’ con- 
vention. 

He was a permanent member of the 
New York Grand Jury, a vestryman of 
St. James Episcopal Church and in 1960 
chairman of the fund raising committee 
of fire and casualty division of the 
American Red Cross. 

Mr. Dew also was a past president of 
the Drug and Chemical Club and of the 
Virginia Society of New York, a mem- 
ber of the University Club, the Common- 
wealth Club (Richmond), the Nicholas 
Club, the Society of Colonial Wars and 
the Kappa Alpha fraternity. 

Surviving are his wife, a son, 
ters, and two brothers. 


two sis- 


Young “Goes” Continental 
Phillip Young has joined the staff ¢ 
Continental Casualty’s New York Metron 
He was formerly 
Inc. of 


politan Sales Office. 
associated with Frenkel & Co., 
New York City. 


‘ 





Ins. Companies’ Service to Public 


Cited by Pierson at ABA Meeting 


Welcome D. Oklahoma City 


Pierson, 


Attorney and outgoing chairman of the 


Section of Insurance, Negligence and 
Compensation Law of the American Bar 
Association at the opening of the re- 
cent annual meeting of the section held 
in the Sheraton-Jefferson, St. Louis, de- 
clared: 
“There 
during the past ten years in the field of 
law practiced by the 
section. 


have been many innovations 
members of this 
Regrettably in instances 
have had a 


money values or have been obsessed with 


some 


juries poor conception of 


the idea an insurance company has a 
treasure like an 


potentate in the 


storehouse of eastern 
‘Arabian Nights,’ 
to pay over on the nail whatever sum as 
damages the caprice of a jury may de- 
termine. 
and the 


ready 


What comes up must go down 
injustice 
and exhorbitant 


created by excessive 


awards verdicts is re- 
flected in the cost of insurance to the 
insurance buying public. 

“Insurance 


companies are essentially 


service organizations. They are created 
and maintained to serve the public when 
tragedy or misfortune occurs. Just claims 
should be paid promptly. Unjust claims 
should be fearlessly defended. 
should insist that both of these 
tions be justly enforced. 
Emphasizing how insurance companies 
have served the public during the past 
ten years, Mr. Pierson said: “Fire insur- 
ance companies have furnished funds for 
the restoring of property destroyed by 
fire to the extent of more than $12 billion. 
Automobile insurance companies have 
paid those sustaining bodily injuries or 
property damages in motor vehicle 
accidents in the amount of more than 
$18.5 billion. These same companies have 
paid to policyholders for loss or damiges 
to their motor vehicles more than $9.5 
billion. Workmen’s Compensation claims 
have been paid to injured workmen in 
the total sum of slightly more than $7.5 
billion, Claims paid in other allied cas- 
ualty fields total more than $3.5 billion. 
These figures establish that casualty 
and fire insurance companies during the 
past ten years have furnished funds to 
American citizens in the hour of need in 
the staggering amount of $51 billion. 


The “General Philosophy” 


Further along the speaker remarked: 
“There is a tendency on the part of a 
few to regard the insurance business as 
a financial colossus which steadily grows 
larger and fatter at the public’s expense. 
The general philosophy is ‘let the insur- 
ance companies pay; they have lots of 
money.’ Insurance companies operate 
under the strictest state regulations and 
may the time never come that as state 
rights are rapidly vanishing there will 
ever be an attempt to curtail and ham- 
per the private operation of the insur- 
ance business by unjustified and unwar- 
ranted i ederal statutes and regulations. 

“As for growth, insurance companies 
must grow if they are to supply the in- 
surance needs of an expanding economy. 
But insurance companies do not grow at 
the expense of the public. Insurance 
companies do have lots of money with 
which to pay losses, but it is the policy 
holders’ money, not the money of the 
insurance company, and the policy hold- 
ers pay the losses in the long run. 

“Of all of the money paid for casualty 
protection during the past decade, only 
3.3% of the dollars paid by the public 
as premiums went to insurance com- 
panies as compensation for their serv- 
ices,” Mr. Pierson concluded: 

“In the City of Liverpool, 


Courts 
obliga- 


England, 


you may view a monument erected in 
memory of the good Queen Victoria. On 
it is the inscription, ‘She Wrought Her 
People Only Right.’ Before the corroding 
finger of time erases or dims the record 
of private industry in the field of insur- 
ance, before. private insurance business 
becomes confused with modern idealo- 
gies, or before it becomes shackeled or 
hampered by unnecessary governmental 
regulations may there be emblazoned 
across the skies ha Wrought Their 
People Only Right.’” 





TO PROBE TOW-CAR RACKETS 


Former N. Y. Sup’t. Bohlinger Named 
To Bronx Committee With H. C. John- 
son, W. V. Fox, Jr., M. J. Murphy 


Former New York Insurance Superin- 
tendent Alfred Bohlinger has been named 
to a committee being organized in the 
3ronx to combat auto insurance frauds 





ALFRED J. 


BOHLINGER 


Bronx Attorney Isidore Dollinger and 
a Bronx grand jury that has been invest- 
igating tow-car rackets named Mr. Boh- 
linger, who is an attorney for the Na- 
tional Association of Independent Insur- 
ers. 

Named with Mr. 
Clay Johnson, 
Royal-Globe 
represent the 


3ohlinger were H. 
executive vice president, 
Insurance Co., who will 
Association of Casualty 


Insurance Companies; William V. Fox 
Jr., eastern office manager, American 
Mutual Insurance Alliance, New York, 


and Michael J. Murphy, general manager, 
the Association of New York State Mu- 
tual Casualty Companies of New York. 

The committee, scheduled to hold its 


first meeting next month, will be aug- 
mented by representatives of the Dis- 


trict Attorney’s staff, the grand jury 
and committees on discipline represent- 
ing the three New York bar associations. 
Mr. Dollinger said the committee 
would try to “protect the public and the 
insurance industry by fighting insurance 
frauds which cost the public and the in- 
dustry millions of dollars yearly.” 


THAYER MADE BRANCH MGR. 

William A. Thayer, formerly asso- 
ciate manager of Standard Accident’s 
Indianapolis branch, has succeeded re- 
cently retired Edward M. Curry, as man- 
ager of that branch. Complete bonding 
responsibilities will be handled by John 
T. Mahan, bond department manager. 
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N. Y. Dept.’s Auto Liability Report 
Reviews Merit Plan, ARP Progress 


The 


As we have in the past, 


prints sections of the Insurance Superintendent's 
Following are excerpts from the automobile liability insurance section in 


Legislature. 


Eastern Underwriter again in service to its readers 


Preliminary Report to the New York 


the 102nd Prchaunore Report covering the Calendar Year 1960: 


“Many important developments oc- 
curred in the field of automobile liability 
insurance during 1960. These were of 
significance to the public and to the in- 
dustry generally. New rating plans, new 
rates. and a newly proposed revision of 
Assigned [Risk Plan rules were brought 
before the Department for consideration. 
Programs curtailing existing rights to 
cancel were introduced. Each of the 
foregoing aspects of automobile liability 
insurance is discussed separately below. 


Merit Rating for Private Passenger Cars 


“By the end of 1959, rating plans, 
which differentiated between drivers 
with a ‘clean’ record and those who had 
demonstrated an increased risk poten- 
tial by accident involvement or by con- 
viction for violations of traffic laws and 
regulations, had been introduced in 
various other states by the rating organ- 
izations and their affliated companies, as 


well as by independent insurers. The 
technical aspects of these ‘safe driver 
or ‘merit rating’ plans had been under 


Department’s actuarial 
The Superintend- 
private passenger 
became effective 
stated that 


scrutiny by the 
staff for some time 

ent, in approving the 
rate increase which 
March 31, 1959, specifically 
the Department expected: 

efforts by the organizations 


“Renewed rating 


and individual insurance companies to develop, 


with the Department’s approval, rating plans 
which will further encourage careful driving.’ 
“Effective June 9, 1960, approval was 


given by the Superintendent to a ‘Good 
Driver’ plan filed by Allstate Insurance 
Co. This plan provides for a small dis- 
count from the otherwise applicable pre- 
mium rates of his company to insureds 
who have had no more than one ‘charge- 
able’ accident, as defined in the rating 
plan, during a five-year experience 
period. Other risks pay surcharged rates 
up to 100% of the basic rate depend- 
ing on the number of chargeable ac- 
cidents on their record 

“Late in 1960, the National Bureau of 


Casualty Underwriters and the Mutual 
Insurance Rating Bureau, representing 
companies which write approximately 


three-quarters of New York private pas- 
senger automobile liability business, 
presented the Department with a com- 
prehensive program, including a_pro- 
posal to introduce a ‘Safe Driver 
Insurance Plan.’ After detailed review, 
this plan was approved by the Depart- 
ment to become effective March 1, 1961. 
Those car owners who have been ac- 
cident-free during the three years prior 
to their applications for new policies will 
pay 10% less than the manual rate. 
Drivers who, during such a period, have 
been convicted of certain serious traffic 
offenses which result in injury or dam- 
age, will pay rate surcharges ranging 
up to 150% of the base, or ‘manual’ rate. 
The Preferred Risk Rating Plan, in 
use in New York since 1953, is super- 
seded by the introduction of the Safe 
Driver Insurance Plan. 


Company Restriction of Cancellation 
Rights 

“Legitimate public concern over ar- 
bitrary cancellation of, or refusal to re- 
new, automobile liability insurance cover- 
age was commented upon in the previous 
Report of the Superintendent of Insur- 
ance to the Legislature. In 1960, the 
Joint Legislative Committee on Insur- 
ance Rates and Regulation, under the 
chairmanship of Senator William F. 
Condon, made a special study of the 
problem.*** ; 


Revision of Assigned Risk Plan 
Revised rules for the New York Auto- 


mobile Assigned Risk Plan were ap- 
proved to become effective October 1, 
1960. This revision of the plan’s rules 
represented the first substantial overhaul 
since the plan was established in 1941. 





MVAIC Received 3 Times 
As Many Cases in 1960 
“The Motor Vehicle 


demnification Corp. came into being 
as a result of enactment by the State 
Legislature of Chapter 759 of the 
Laws of 1958 which added Article 
17-A to the Insurance Law and 
amended certain other sections of 
both the Insurance Law and the Ve- 
hicle and Traffic Law. 

“The purposes of this corporation | 
are to secure to innocent victims of | 
motor vehicle accidents, compensation | 
for injury and financial loss they sus- 
tain, where they, through no fault of | 
their own, were involved in motor | 
vehicle accidents caused by: 

1. Uninsured motor vehicles registered in 
New York. 

2. Unidentified motor vehicles which leave 
the scene of the 


Accident In- 





a state other than 


accident. 
3. Motor vehicles registered in this State 
as to which at the time of the accident there 
was not in effect a 


policy of liability in- 
surance. 

4. Stolen motor vehicles. 

5. Motor vehicles 


operated without the 


permission of the owner. 


vehicles where the in- 


liability 


6. Insured motor 


surer disclaims or denies coverage. 
7. Unregistered motor vehicles. 


“The claim liability of the Corpora- 
tion for death or personal injury in 
any one accident is $10,000 for one 
person and $20,000 in the aggregate. 

“All insurers authorized to write 
motor vehicle liaibility insurance in 
New York State are required to be 
members of the corporation which is 
subject to supervision and examina- 
tion by the Superintendent of Insur- 
ance of New York. Assessments are 
levied against members for the cost of 
administration and claims on the 
basis of the pro rata share of net 
premiums written by each member for 
auto liability policies. 

“Since the Corporation’s organiza- 
tion, assessments levied on members 
have amounted to $12.1 million. 

“During 1960, its second year of 
operation, the MVAIC received 6,211 
cases, more than three times as many 
as in its initial year, reflecting an 
increasing public awareness of the 
existence of the organization. 

“The MVAIC administrator notes 
that a considerable number of claims 
have been filed because of accidents 
occurring during the hiatus between 
the date of cancellation of insurance 
and the return of the plates to the 
Motor Vehicle Department. With 
further improvement in record-keep- 
ing and enforcement procedures, this 
source of claims is expected to de- 
cline.” 











The new rules result from study by the 
Department staff, consultation with in- 
surance groups and the staff of the Com- 
missioner of Motor Vehicles, and con- 
sideration of proposals submitted by the 
Governing Committee of the Plan. 
These proposals were the subject of pub- 
lic hearings held by the Department on 


April 21 and May-4, 1960. In approving 
the new rules, the Department accepted 
certain of the Governing Committee’s 
suggestions, rejected or modified others, 
and made various additional changes.*** 

“Although the revised plan deals with 
some critical areas, a number of prob- 
lems remain for future consideration. 
One such problem is the difficulty caused 
by undue delay in issuing the FS-1 cer- 
tificate of insurance required for a re- 
placement automobile substituted for one 
already covered through the Assigned 
Risk Plan. An amendment of the Vehicle 
and Traffic Law, effective October 1, 
1960, gives the owner 20, rather than 
ten days to obtain a new registration 
and FS-1 if he acquires his substituted 
car from a licensed automobile dealer. 
The problem of the assigned risk insured 
who does not acquire his substituted 
vehicle from a licensed dealer, and un- 
reasonable delays in furnishing certifi- 
cates of insurance will receive the De- 
partment’s attention, but delays can be 
obviated by direct request to the As- 
signed Risk Plan. 

“A more general problem is that of the 
extent of coverage provided by assigned 


risk insurance policies. This has been set 
at the minimum required by law and in 
accordance with Regulation 35A of the 
Department, i.e., at $10,000/$20,000, In- 
creased-limits coverage is available to 
some extent at substantially higher pre- 
mium rates from insurance companies 
which have begun to specialize in this 
business. If, in the public interest, in- 
creased limits are found necessary to 
provide sufficient funds for the compen- 
sation of those injured in motor vehicle 
accidents, such a change will require 
legislative action. However, it must be 
noted that a requirement of higher cov- 
erage limits for assigned risks may ag- 
gravate their already extremely adverse 
loss ratio. 

“In giving approval to the revised plan, the 
Superintendent said, ‘The rating provisions of 


the plan must be kept under review in a 
more current fashion than in the past. The 
products of newly required statistical coding 


and other data will be used in the future to 
measure against experience the working of the 
new surcharge system. The rating provisions will 
also be subject to modification in the light of 
changes in rating plans used in the ordinary 
insurance market.’ ” 





Saffeir and Walton are Advanced by The Travelers 





HARVEY J. SAFFEIR 


Promotion of two men at The Trav- 


elers is announced by President J. Doyle 
DeWitt. 
Harvey J. Saffeir, formerly assistant 


actuary, accident and group actuarial de- 
partment was transferred to the group 
department and appointed assistant sec- 
retary. 

Frank E. Walton, who has been man- 
ager, fire and marine agency department 
at Richmond, Va., was named assistant 
superintendent of agencies, casualty-fire 
agency department, 

Mr. Saffeir joined The Travelers in 
1951 as an actuarial student, life, accident 


FRANK E. WALTON 


and group actuarial department. He was 
named actuarial assistant, accident and 
group actuarial department in 1956 and 
assistant actuary in 1957. A fellow of the 
Society of Actuaries, he is a graduate 
of Cornell University. 

Joining the company in 1952 as a field 
supervisor, fire and marine agency de- 
partment at Jacksonville, Fla., Mr. Wal- 
ton went to Orlando, Fla., in 1955 and 
was named assistant manager at that 
office. He returned to Jacksonville in 
1956 and was appointed manager. Four 
years later he went to Richmond in that 
same capacity. He is a cum laude grad- 
uate of Presbyterian College. 





N. Y. Safety Council Names 
Fuller ’62 Gen’! Chairman 


The Greater New York Safety Council 
has announced the appointment of the 
1962 general chairman for the New 
York 32nd Annual Regional Safety Con- 
vention and Exposition. He is Arthur 
F. Fuller, supervising engineer of the 
Aetna Insurance Group, Milburn, N. J. 
Mr. Fuller is a resident of Glen Rock, 
As general chairman, Mr. Fuller serves 
also as chairman of the convention exec- 
utive committee which directs the plan- 
ning and promotional activities of more 
than 250 volunteers from business and 
insurance management who work to bring 
these accident prevention forums into 
reality every year. 

The five-day convention is scheduled 
for the Statler Hilton Hotel beginning 
the week of April 9, 1962. The sessions, 
training courses, seminars and demon- 
strations attract annually more than 8,- 
000 management representatives, safety 
experts and directors as well as ac- 
cident prevention workers from many 


parts of the United States and is con- 
sidered the largest regional safety show 
in the country. 


No “Power Clique” Caused 


Economic Success: Spottke 

The rest of the world can learn much 
by observing how we live in this coun- 
try, Allstate Cos. Vice President A. E. 
Spottke stated at the 1961 convention of 
Pilot Club International in Denver. 

Greeting members of the national 
woman’s club during the group’s semi- 
nar on economics, Mr, Spottke said: 
“Nothing will better convince others of 
the attractiveness and the rewarding 
nature of our system of society than the 
constant demonstration of good results 
here.” 

The economic success of a democratic 
society is not the result of a power 
clique’s blueprint for a five year or a 
ten year plan, Mr. Spottke asserted. 
The strength of our economic system 
lie in its atmosphere of freedom and 
opportunity for each individual. 

During his remarks, he praised Pilot 
Club International, a service organiza- 
tion dedicated to community improve- 
ment, for its fine work in traffic safety. 
The seminar held in conjunction with 
the convention was sponsored by the 
Allstate Foundation, of which Mr. 
Spottke is also a vice president. 
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CLEMENT TO JOIN AD AGENCY 





Public Relations Manager for American 
International Ins. Groups Will: Be- 
come Member of Abrams & Bogue 
Winthrop Clement, public relations 

manager of American International In- 

surance Groups, has resigned to join the 

New York advertising and public rela- 

tions agency, Abrams & Bogue, as a 

member of the firm. 

Abrams & Bogue, established as a 
specialized advertising agency in 1958, 
represents clients in all phases of in- 
surance distribution—brokerage, general 
agency, excess-surplus groups, insurance 
and reinsurance companies. Its clients 
list also includes other financial and pub- 
lishing concerns. Since 1958, the agency’s 
facilities have been expanded to embrace 
marketing and public relations activities. 
An article about the agency appeared in 
Advertising Age earlier this year detail- 
ing substantial growth accomplished in 
1960 and continuing into 1961. 

Mr. Clement joined American Inter- 
national Insurance Groups, in April, 1948, 
when he initiated the personal insurance 
division of American International Un- 
derwriters Corporation, New York. Un- 
der his: management during the next 
three years, the business of the division 
became an established portion of the 
underwriting portfolio of the corporation 
and its affiliated offices. Mr. Clement 
moved into general promotion activities 
of the corporation in 1951 and was named 
to establish, in January, 1952, the depart- 
ment from which he will resign on Aug- 
ust 31. 

Through his frequent appearances as 
a speaker before groups of agents and 
fieldmen and as a participant in Amer- 
ican Management Association confer- 
ences, agents conventions and similar 
gatherings, Mr. Clement came to be in- 
troduced as “Mr. AIU.” He has, how- 
ever, consistently been known for his 
more individual contributions to litera- 
ture and thinking on insurance subjects. 
A past president of the Insurance Ad- 
vertising Conference, he has been a mem- 
ber of the advertising and public relations 
advisory committee of the Insurance Infor- 
mation Institute and chairman of the 
public relations committee of the Insur- 
ance Society of New York. He is chair- 
man of the special activities committee 
of the Railroad-Machinery Club of New 
York, a member of the International Ad- 
vertising Association, an alternate on the 
3oard of Trustees of the U. S. Inter- 
American Council on Commerce and Pro- 
duction. 

Born in Winthrop, Maine. Mr. Clement 
was graduate from Colby College, where 
he recently established “The Winthrop 
Collection” by a gift of interior struc- 
tural materials and furniture taken from 
the first finished house in his native 
town. 

He began his insurance career in 1935 
with Liberty Mutual Insurance Co., and 
subsequently became insurance manager 
of Lerner Stores Corp., executive secre- 
tary of Risk Reserach Institute, Inc., and 
executive vice president of the National 
Association of Insurance Brokers, before 


his affiliation with American Interna- 
tional, 


Mansur and Hodge Promoted 
By American Casualty Group 


George E. Mansur, Jr. has been ap- 
pointed director of ordinary agencies for 
Valley Forge Life and Richard S. Hodge 
has been made manager of group under- 
writing for American Casualty. Valley 
Forge is the life affiliate of the Amer- 
ican Casualty group of Reading, Pa. 

Mr. Mansur started his insurance 
career in 1952 with Provident Mutual 
and advanced to agency supervisor. A 
graduate of Ursinus College, he also at- 
tended Gettysburg College and Temple 
University Law School. 

Mr. Hodge’s early experience was 
with The Travelers, working for five 
years as group insurance underwriter 
and field representative. He is a grad- 
uate of Norwich University. 





Pach Bros. 
W. WINTHROP CLEMENT 
New Post for “Mr. AIU” 


TO PROBE STATE W. C. LAWS 
Paper by Cleveland Insurance Analyst 
Crain on Workmen’s Comp. Will 
Open CPCU Seminars 
The vagaries and inconsistencies of 
state laws on workmen’s compensation 
is the subject of a paper recently dis- 
tributed to members of the Society of 
Chartered Property and Casualty Un- 
derwriters. The paper is designed to act 
as catalyst for an open discussion to be 
conducted at the annual seminar pro- 
gram next month in Washington, D. C. 
Although a panel will be set up at 
the meeting, members of the society— 
even those who do not attend—are invited 
to contribute questions and solutions to 
the various problem involved in this 

kind of insurance coverage. 

The paper, entitled “Workmen’s Com- 
pensation and Employers’ Liability 
Problems,” was prepared by Jason Crain, 
insurance analyst and consultant, Cleve- 
land. Among other points made in the 
manuscript is that workmen’s compensa- 
tion laws are constantly changing in all 
50 states, some of them are not clear, 
large numbers of employers are not in- 
formed regarding limitations, etc. 

Dr. Kenneth Black, chairman of the 





American Surety Makes 
Changes in Boston Office 


American Surety/Pacific National Fire 
have announced the following changes 
in their Boston branch office: E, S. 
Ricker has been appointed resident vice 
president. He joined the company in 
1925 and was formerly manager of the 
3oston office. 

L. Barton Cannell has been appointed 
manager. He was formerly assistant 
manager of the agency and production 
department in the administrative offices 
in New York. He joined the company in 
April. Millard Taylor was appointed 
claim manager. He has been with the 
group since June, 1960. 





insurance department, Georgia State Col- 
lege, will moderate the session, one of 
two concurrent panel discussions to be 
held Thursday afternoon, September 28. 

3esides Mr. Crain, the panel will 
include Donald A. Lindow, vice president, 
Michigan Mutual Liability of Detroit; K. 
M. Hough, vice president, Anchor Cas- 
ualty of St. Paul, Minn., and J. Folger 
Allen, regional manager, Liberty Mutual, 
Los Angeles. 
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SELLING-ADE 


Prudential’s handy ‘‘ Profit and Prestige 
Through Prudential’s Brokerage Services’’ 
booklet will help you sell more life 
insurance. It is a clear, concise, complete 
guide to Prudential’s Brokerage Services. 

It tells you how Prudential prestige, 
complete coverage, decentralization, superior 
promotion materials and unique training 
program can all work for you...to help you 
sell the one out of seven of your clients 

who will buy life insurance this year. 
Prudential’s national advertising, including 
the award-winning TV series... 

‘‘The Twentieth Century’’... 


magazine advertisements, pre-sells your 


and national 


contacts and clients and helps you win 
your share of the growing life insurance 
market. For your copy of ‘‘ Profit 

and Prestige Through Prudential’s 
srokerage Services,’’ simply mail the 


handy coupon...today. 


THE PRUDENTIAL 
INSURANCE COMPANY OF AMERICA EU-99 


TO: BROKERAGE SERVICE, 

THE PRUDENTIAL, NEWARK 1, N.J. 

Please send me a copy of ‘‘ Profit and Prestige 
Through Prudential’s Brokerage Services.’’ 





ADDRESS 


CITY & STATE 
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C. & S. Assn’s Off-the-job Safety Plan 
Will Save Money as Well as Lives 


Insurance companies are being urged 
to develop a broadened employe educa- 
tion program aimed at reducing off-the- 
job highway traffic accidents. 

While past emphasis on traffic and 
other forms of safety has been directed 
at cutting down working hour accidents 
in industry, a recent study has revealed 
that nearly 70% of all accidental deaths 
and more than 50% of all injuries occur 
away from the job. The resultant eco- 
nomic loss has been set at $3% billion 
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with industry bearing $500 million of the 
cost. 

The accident prevention department of 
the Association of Casualty and Surety 
Companies has published a 16-page book- 
let outlining steps insurance companies 
may follow for the organization of an 
off-the-job traffic safety program. 

Stressing the need for industry par- 
ticipation in such a plan, J. Dewey Dor- 
sett, ACSC general manager, has listed 
several reasons why the organization of 


The 














DALLAS 











J. DEWEY DORSETT 
Akin to ‘carrying coals to Newcastle’ 





an off-the-job traffic safety program 
merits approval. He points out that it 
will save money. Industry, Mr. Dorsett 
said, suffers a 10% absenteeism as a re- 
sult of traffic accidents and averages a 
loss of $100 each year for each employe 
as a result of non-occupational accidents, 


Program Will Produce Results 


The program will produce results, he 
declares. On the basis of a three month 
experience Republic Aviation reduced its 
off-the-job traffic accident experience by 
50%, and the New York Telephone Co. 
by 14%, Mr. Dorsett added. 

The association’s general manager said 
the program is being adopted by busi- 
ness, both big and small. For example, in 
the past six years 65 large industries, 
each employing at least 5,000 persons, 
have been contacted by the New York 
State Citizens Council on Traffic Safety 
concerning a similar program. Thirty 
six of these companies, employing 300,- 
000 persons, have put the program in 
operation. 

Further supporting the need for an 
expanded program of off-hour traffic 
safety, the association booklet reports a 
large portion of the losses resulting from 
accidents away from work are hidden or 
indirect and the full impact of such ac- 
cidents is not readily recognized, These 
losses arise from absenteeism, impaired 
employe efficiency due to injury, produc- 
tion lag, disruption of work schedules, 
and training of relief personnel. 

Briefly blueprinting the  off-the-job 
traffic safety program, following prin- 
ciples are laid down: 

1. Provide a solid administrative foundation 
for the program. 


2. Organize and 


maintain a ‘continuous 
awareness’ procedure. 

3. Include a reasonably comprehensive course 
of instruction in safe driving techniques and 
allied subjects. 

4. Utilize a community project, if at all prac- 
tical, as an adjunct to the program. 

“We realize that the presentation of 
a suggested safety program for use by 
our member companies is akin to ‘carry- 
ing coals to Newcastle,” Mr. Dorsett 
said. “But we suggest that the prom- 
inence of the casualty insurance industry 
in furthering the cause of highway 
safety is a very good reason why we 
should be in the forefront of an ‘in- 
service’ program for off-the-job traffic 
accident prevention.” 





Southwest Ind. Expanding 

Southwest Indemnity and Life has 
qualified to do business in Virginia, 
Oklahoma and the District of Columbia, 
according to announcement by Harland 
L. Knight, president. 

This brings to 17 the total number of 
states in which Southwest Indemnity 
now does business. 





NBCU, MIRB COVERAGE CHANGES 


National, Mutual Bureau Broaden Out- 
board Motor Coverage; NBCU Hikes 
Lawyers’ Liab. Rates 


Changes broadening coverage of the 
comprehensive personal liability and 
farmers comprehensive personal liability 
and lawyers professional liability insur 
ance policies in most states are an- 
nounced by the National Bureau of 
Casualty Underwriters. In addition, NB- 
CU announced revised rates for lawyer: 
professional liability insurance. 


Coverage under CP and farmers CP in- 
surance is broadened by affording complete 
automatic coverage for any outboard mo- 
tor acquired during the policy period and 
no charge will be made for coverage dur- 
ing the remainder of the policy period 


Heretofore, when an insured acquired 
an outboard motor with more than ten 
horsepower after the effective date of the 
policy he had automatic coverage for a 30 
day period during which he was required 
to notify the company and an additional! 
premium charge was made for coverage 
for the remainder of the policy term. 


Under the change it will no longer be 
necessary for the insured to notify the 
company of the acquisition of an out- 
board motor with more than ten horse 
power and no additional premium charge 
will be made for the balance of the pol- 
icy period. However, upon policy re 
newal the usual premium charge will be 
made for coverage during the renewal 
period. The policy will continue to af- 
ford coverage for outboard motorboats 
of ten horsepower or less without any 
additional charge, Outstanding policies 
will be interpreted in the same manner 
with respect to outboard motors acquired 
on or after the effective date of the 
change. 


This change is effective in Puerto Rico 
and all states except Mississippi, New 
York and Wisconsin. The effective date 
is August 16, except that in Texas it is 
September 13 and in Hawaii the date will 
be announced by the Hawaii Casualty and 
Surety Rating Bureau. 

The rate for lawyers professional lia- 
bility insurance is increased from $26 
to $35 for lawyers who are not mem)ers 
of a partnership. The rate for each law- 
yer who is a member of a partnership is 
similarly increased. Rates for employes 
of individual and partnership lawyers 
remain unchanged. 

Lawyers professional liability coverage 
is broadened by affording “fiduciary” 
coverage. Heretofore, coverage has 
been provided for liability arising out of 
the performance of professional services 
for others in the insured’s capacity as a 
lawyer. Thus, coverage has not been 
provided when the attorney acted as a 
fiduciary. The new amendment eliminates 
this gap in coverage. Hereafter, in in- 
stances where an attorney is named exec- 
utor for the convenience of the client, or 
is named trustee in a foreclosure pro- 
ceeding, there will be coverage for an 
act providing the act would be covered 
if he were serving as attorney for the 
executor or trustee. 


The new rates and broadened coverage 
are effective in all states except Ala- 
bama, Arizona, Colorado, Kansas, New 
Jersey, New York, South Carolina and 
West Virginia. They are not effective in 
Puerto Rico. The effective date is Aug- 
ust 16, except that in Texas it is Septem- 
ber 13 and in Hawaii the date will be 
announced by the Hawaii Casualty and 
Surety Rating Bureau. 


Mutual Insurance Rating Bureau an- 
nounced amendment of the coverage af- 
forded under comprehensive personal and 
farmer’s comprehensive personal _ lia- 
bility policies. The amendment broadens 
the above policies so that coverage is 
afforded automatically without charge 
for the remainder of the policy period, 
for outboard motors, regardless of horse 
power, acquired during the policy period 
The amendment is effective August 16 in 
42 jurisdictions where the bureau is 
licensed except Texas where the amend- 
ment will be effective September 13 





















' nawnrewF Sma 











August 21, 1961 


The Eastern 





Underwriter 


Page 37 





“PLAYBOY” ARTICLE SCORES “DISCRIMINATORY” 


INS. POLICIES AGAINST 


\lleged “unfair discriminatory” prac- 
tices of American automobile insurance 
companies against young male drivers 
4 ne under attack in the September i issue 

“Playboy Magazine,” in an article by 
Tol n Keats. 
” Assailing the industry’s policy of penal- 
izing the under 25 year old man, Mr. 
Keats asserts that he “is serving the in- 
surance companies as a whipping boy” 


YOUNG MALE DRIVERS 


and is forced to pay “three times more 
for his automobile insurance than any- 
one else in his city, male or female, of 
any 826... >. who has an equally clean 
driving record.” 

Citing data of the National Safety 
Council which shows that on the basis 
of, “miles driven by each sex, females 
have a higher accident rate than males,” 
Mr. Keats says that the council finds 





NET PREMS. MAY INCREASE 12% 





N. Y. Dept.’s Prediction Based on Ag- 
gregate Business During First 9 Months 
Of 1960 by Stock C. & S. Cos. 


‘Based on quarterly statements cover- 
ing the first nine months of 1960, it ap- 
pears probe ible that aggregate net pre- 
miums written during 1960 by, all stock 
casualty and surety companies doing 
business in New York will approximate 
$5 billion, an increase of almost 12% 
over the writings of the preceding year,” 
the Insurance Department reveals in its 
102nd preliminary report to the New 
York Legislature covering the calendar 
year 1960 

During the past ten years, annual net 
premiums of stock companies have more 
than doubled, rising from $2.2 billion in 
1950 to $5.0 billion in 1960. Surplus to 
policyholders in stock companies in- 
creased from $1.4 billion to $2.8 billion 
during this period. The ratio of net 
premiums written to pnd to policy- 
holders after reaching a peak of 2.0 in 
1953 was 18 in 1960. 


Premium volume in mutual companies 
more than tripled in the same 10-year 
period, while surplus to policyholders 
almost quadrupled. The ratio of net 
premiums written to surplus to policy- 
holders stood at 2.6 in 1960, a substantial 
a from the high of 3.3 reached in 

a0, 


Employers Mutuals Starts 
“Safety Re-dedication” Drive 


As part of its 50th anniversary ob- 
servances, Employers Mutuals of Wau- 
sau, is sponsoring a “Safety Re-dedica- 
tion” campaign among its policyholders 
throughout the nation. 

Timed to reach a peak September 1— 
the company’s 50th birthday—the cam- 
paign is designed to encourage better 
safety practices among all workers, both 
on and off the job. 


Sales and accident prevention person- 
nel of the company are contacting all 
workmen’s compensation policyholder 
firms to call attention to passage of the 
first state compensation law in Wiscon- 
sin 50 years ago that marked the begin- 
ning of vigorous and organized efforts 
to prevent occupational injuries and 
disease. 

As a result of organized safety pro- 
grams, U. S. industrial accidents have 
been reduced almost 50% since 1912, de- 
spite an increase of millions in the na- 
tion’s labor force. 

Among other materials being distrib- 
uted as part of the program are 30,000 
bulletin board posters for in-plant use. 
The posters remind workers of prin- 
ciples basic to any successful safety pro- 
gram. Company management personnel 
also are being urged to communicate 
with employes to remind them of the 
need for greater-than-usual care to avoid 
traffic accidents on congested highways 
during the busy Labor Day weekend. 

Clyde Schlueter, 


accident prevention 
manager for Employers Mutuals, esti- 
mates the “Safety Re-dedication” mes- 


Sages will reach millions of people in 
every state and U. S. territorial posses- 
sion. “If only a small percentage of those 
reached make even a slight effort to be- 
come more safety-minded, we will con- 
Sider it the best birthday present any 
company could have,” he said. 


General Adjustment Bureau 


Names Searles, Donaldson 


General Adjustment Bureau, Inc. has 
appointed Stanwood R. Searles manager 
of its casualty division, eastern depart- 
ment. 

Mr. Searles had 23 years experience in 
the casualty claims business prior to be- 
coming associate manager of the eastern 
department casualty division in June 
1960, since which time he has been con- 
centrating his efforts on casualty activity 
principally in the New England area. 

James H. Donaldson, who has been 
associate manager of the casualty division 
in charge of the area of the eastern de- 
partment other than New England, has 
been transferred to the national execu- 
tive department as manager, casualty 
training. In this new assignment, he will 
be giving his attention to matters per- 
taining to the education and training of 
personnel for the handling of casualty 
claims. 


Standard Accident’s Curry 
Retires After 29 Years 


Edward M. Curry, one of Indiana’s 
“deans of surety bonding,” officially re- 
tired at an August 1 buffet and open 
house held in his ‘honor at the Indian- 
apolis branch office of Standard <Acci- 
dent. 

The retirement ceremonies were at- 
tended by three company home office 
representatives: J. S. Richardson, vice 
president; T. L. Sedwick, vice president 
and W. W. Peterson, assistant vice pres- 
ident, as well as by other associates of 
the past years. Included among these 
were local public officials, contractors, 
company agents, supply firm representa- 
tives and branch office employes. 

Mr. Curry prefaced his long service 
with Standard Accident with 11 years of 
surety field and managerial work. He 
joined the company in 1932 as manager 
of the Indianapolis branch bond de- 
partment and retired as branch man- 
ager. 


NAME BRIDEGUM AGENCY MGR. 


Robert C. Bridegum has been named 
agency manager, life, accident and health 
agency department at the Trenton, N. J. 
office of The Travelers. Joining The 
Travelers in 1954 as a field supervisor, 
life accident and health agency depart- 
ment at Camden, N. J., he was named 
assistant manager in 1957 at that office. 
A native of New Jersey, Mr. Bridegum 
was graduated from Rutgers University 
with a B.S. degree. 


New Students Policy 


A special new students life insurance 
policy has been introduced by North 
America Assurance Society of Virginia, 
Inc., pioneers in student accident and 
sickness insurance, it is announced by J. 
Franklyn Dew, president. 

This students estate plan is sold in 
units of $5,000 for the one low rate of 
$20 per year to students age 15 through 
27. It is a combination or modified term 
insurance with an automatic conversion 
to whole life at age 28. 

An additional feature is an option at 
age 31 to buy a like amount of permanent 
insurance, regardless of health or oc- 
cupation. 





“the accident rate for males has been 
constantly decreasing since 1952, while 
that for women has just as_ steadily 
grown worse.” 
The Companies’ Position 

But, according to Mr. Keats, the in- 
surance companies’ position is that, 
drivers under 25 are involved in 
“28% of all accidents, although they make 
up only 18% of the driving population.” 
While they admit that there may be 
individual hardships when dealing with 
statistical groups, as “a member of a 
dangerous group,” young male drivers 
represent “a real risk” to them. “We 
can’t insure on an individual basis, so 
we charge you a higher rate, because 
you’re a Statistical menace,” the com- 
panies maintain. 

The author asserts that, “the statement 
becomes less ominous when it is remem- 
bered that to say ‘involved in’ always 


PRITCHARD 





produces a larger number than to say 
‘caused by.’ Many young people are 
involved in accidents caused by some- 
one else. Moreover, many insured drivers 
are involved in accidents in which no 
claims are paid, and which should there- 
fore not be counted for statistical pur- 
poses if the cost of settling claims is to 
be the chief factor in the equation. 


“Furthermore,” he continues, “when the 
companies say ‘all accidents’ they are 
also including such cases as those featur- 
ing uninsured delinquents who have been 
driving the uninsured automobiles of 
total strangers.” 

What is the solution to this problem? 
Says the author: “One way out of the 
mess, now being studied in California 
and practiced in some of the Canadian 
provinces, is to abandon the whole 
theory of liability and to substitute a 
compensation program.” 
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PROPERTY-CASUALTY 
EXPERIENCE 
Were predictions on property-casualty 
underwriting something of 


ht be far less 


experience 





an actuarial science it mij 


interesting but more profitable for mul- 





tiple line ine-casualty insurance 


companies. As it is today, whether pre- 
mium rates are based solely on past ex- 
perience or whether judgment and the 
trend factor are allowed in rate-making 
formulae, the actual results may be far 
off center. It does happen occasionally 
that underwriting results are much better 
than anticipated, but more often than not 
in these years of intense competition in 
rates and coverage the experience turns 
out less profitable than insurance execu- 
tives 


expect due to unexpected fire, 


windstorm ar other disasters. 
For the first six months of 1961 the 
] 








majority of finance reports issued by 


multiple line property insurers reveal 


sharp reversals occurring even within that 
short period of time. For 1960, under- 
writing 


experience was generally fav- 


orable; at least from the standpoint of 
. 


comparison with years immediately pre- 





ceding last year. Hence forecasts for 


1961 were 
writing point of view. A definite trend 


been established, apparently 


optimistic, from an under- 


had and if 


continued, companies this year could es- 
sentially wipe out those recurring under- 
writing « 

But no sooner had these 
appeared 
] 


started 


predictions 





unexpected 
to happen. Fire losses rose ab- 
ruptly early this year, for no readily 
wind and_ hail 


explicable reason, and 


storms swept through the South, the 


Southwest and Midwest. When quar- 
terly reports were prepared in April ex- 
ecutives and underwriters were obviously 
discouraged. Very few companies could 


report underwriting profits and many 


had losses in excess of those suffered in 
the first quarter of 1960 
Then followed a reverse switch. From 
through June losses fell sharply 
with the consequence that the second 
quarter of 1961 was better, from the un- 
derwriting standpoint, than the second 
quarter of 1960, even though the heavy 
losses sustained early this year prevented 
the current half year results from mak- 
ing as pleasant reading as was desired 


What about the third and fourth quar- 


ters of this year? While it borders on 
guesswork to offer a forecast, there are 
hopes that the favorable trend evident 
in last few months may be continued, 
making this year relatively profitable. 
The traditional hurricane season for the 
Eastern area is at hand and all is quiet 
so far in areas East of the West Indies 
where hurricanes are born. Underwriters 
are hopeful the hurricane “girls” will con- 
tinue their siesta indefinitely. Such re- 
mains to be seen! 

In connection with executive comment 
associated with issuance of semi-annual 
reports it appears some company officers 
join in the feeling that present rates for 
homeowners policies are too low when 
with the coverage 
granted assureds. In the drive to attract 


compared broad 
favorable attention from the public there 
has been constant broadening of various 
multiple line contracts, without accom- 
panying upward revisions in rates. Like- 
wise some state that economies believed 
to be associated with issuance of multiple 
line forms, and hence an excuse for rate 
reductions, have not actually been 
achieved. 

When all is said and done about un- 
derwriting results so far this year, the 
undisputable fact is that nearly all insur- 
ance companies are reporting record 
assets and surplus to policyholders, with 
increases in values of securities held, and 
actual investment income far more than 
offsetting underwriting losses. Basically 
the property-casualty companies are bet- 
ter off today than on January 1 of this 
year, but it is not to be expected that 
marked investment gains can continually 
carry the burdens of profits. There will 
Ulti- 
mately underwriting should be brough: 
out of the red ink column for the indus- 


be another recession some day. 


try as a whole, however difficult it ap- 
pears to be now to adjust rates accurately 


to a level tl 


at produces profits. 


W. W. Cawood, representative of Na- 
tional Life of Vermont, has been elected 
mayor of Kingsport, Tenn. for a two- 
year term. He had been appointed this 
past spring to a vacancy in the city coun- 
cil. Mr. Cawood heads the Christopher- 
Cawood Insurance Co., and is associated 
with National Life’s Virginia general 
agency, headquartered at Roanoke. He 
is a member of the Million Dollar Round 
Table. 





MARION I. GILMORE 


Marion I. Gilmore, John Hancock, Al- 
bany, has been nominated for chairman 
of Women Leaders Round Table. Miss Gil- 
more, who recently completed Part A of 
the CLU study, is with the Howard Cam- 
mack Agency and is active on the wom- 
en’s committee of NALU. She is a mem- 
ber of the Zonta International Business 
and Professional Women’s Club. 


* * * 


L. J. McEnnis, Jr., director of public 
relations, Insurance Institute for High- 
way Safety, was one of ten judges on 
the committee which recently selected 
award winners for the 1961 National 
Vehicle Safety-Check for Communities in 
Washington, D. C. A total of 88 award 
winners were chosen as a climax to 
the eighth annual safety check program 
of motor vehicles sponsored by the Auto 
Industries Highway Safety Committee 
and Look Magazine, 





David H. Berg has been elected an 
assistant secretary of the Hartford Fir 
and the Hartford Accident and Indem- 
nity. He has been associated with the 
Hartford Life since 1950. Elected an 
assistant secretary of Hartford Life in 
February, he previously served as a 
methods analyst and supervisor of the 
tabulating department. A mative of New- 
ton, Mass., Mr. Berg was graduated from 
the Bentley School of Accounting and 
Finance in Boston. He served with the 
U. S. Navy and is a member of the Na- 
tional Machine Accountants Association, 

eo: ee ve 





Thomas Jefferson Miley, for more than 
20 years administrative head of the (Com- 
merce and Industry Association of New 
York, will retire from his post as execu- 
tive vice president on August 31. Mr. 
Miley will continue as consultant to the 
association, serving particularly as pro- 
gram director of its members’ council 
In addition to this project, Mr. Miley 
has others in the making but will con- 
tinue giving some of his time and energy 
to a number of groups to which he has 
devoted extracurricular attention over 
the years, particularly in the field of re- 
habilitation, on a non-salaried basis. 

* * * 

Walt WOBO Savage special agent for 
che Standard Fire and president of the 
Trenton (N. J.) Clown Club who is 
known as WOBO The Fire Clown, is 
now making his clown fire prevention 
program available for children’s camps. 
Mr. Savage is also working with the Tren- 
ton Police and the AAA on a pedestrian 
safety skit for clowns as well as a bike 
and playground safety programs. 

e hea 


Ralph H. Love, and members of his 
agency for Connecticut Mutual Life in 
Hartford, last week played hosts to 32 
underprivileged youngsters aged 10 to 
13 from the Hartford area. The young- 
sters took a bus trip to New York’s Idle- 
wild International Airport. The trip was 
financed by money that was to have been 
spent for an office party celebrating 
successful sales. Said Mr. Love: “I 
hope we can do it for other children 
several times a year.” 





FIRST INSURANCE CO. OF HAWAII—Hawaii’s Governor William Quinn 
(right) joins E. A, O’Neill, president of the newly-named First Insurance Co. of 
Hawaii, Ltd. in cutting the cake which marks the 50th anniversary of the insurance 
company’s service to the fiftieth state as Home Insurance Company of Hawaii, Ltd. 











August 21, 1961 


The Eastern Underwriter 





— 








NATIONAL UNION INSURANCE COMPANIES 
GONE FISSION ...AT SHIPPINGPORT 


From the very first, National Union has been a prin- 
cipal participant in the insurance program required 
to cover the world’s first full-scale atomic power plant 
devoted exclusively to civilian needs. Located at 
Shippingport, Pennsylvania, the plant is operated by 
Duquesne Light Company, for whom a special manu- 
script cover policy was developed to suit the needs 


and special qualifications required for this completely 
new concept in public utility power. 

Much of the special personnel and competent under- 
writing advice was supplied by National Union. This 
program was developed and written by an Independ- 
ent Agent, typical of those representing National 
Union Insurance Companies. 


National Union Insurance Companies 
Pittsburgh, Pa. 
Casualty - Fire - Inland Marine - Ocean Marine 




































Insurance Advertising Conference | 
cites Look Magazime 


“For Outstanding Service’ 
to the profession 


LOOK is honored to have received the award “for out- 
standing service to the insurance profession’ at the 
recent annual meeting of the Insurance Advertising 
Conference at Manchester, Vermont. 

This award is particularly gratifying to LOOK since 
it is the first year the Conference gave recognition to 
organizations outside the profession. 

LOOK was cited for its editorial program, a continu- 
ing series of articles published over the past five years 


promoting safety on the highways and in the home. Also 


noted was LOOK’s co-sponsorship of the National Vehicle 
Safety Check Program for communities (now in its 
eighth year), and LOOK’s institutional advertising cam- 
paign designed to help insurance companies tell their 
consumer advertising stories to their agents. 

Here is one more example of LOOK’s leadership in 
action—a leadership which is dedicated, both editorially 
and in public service activities, to producing a more 
helpful, more meaningful magazine for readers, and 


therefore, a more rewarding one for advertisers. 














INSPECTED CARS 


F-U-N — = 
spells fire prevention 











Typical articles on safety for which Look received the |.A.C. award 








